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HE Missouri State Life is one 

of the few insurance companies 
providing for the sale of Accident 
and Health and Group insurance in 
connection with Life insurance, 
thus giving its representatives three 
opportunities for success instead of 
one. 


Missouri State Life Accident and 
Health policies give complete in- 
surance coverage. The Company 
issues no limited form policies. Every need is an- 
ticipated and full provisions made for it. Contracts 
are absolutely free from restrictive clauses, having 
been designed to afford patrons the broadest pos- 
sible service and the most complete protection. 


Accident and Health is the key to increased Life 
production. It gives the writing Agent a tremen- 
dous advantage over competition in that he has a 
record of the insured’s age, business occupation, 
and practically all other information needed in 
completing a Life sale. And Accident and Health 
adds material to the Agent’s income. 


Group Life insurance, while a comparatively recent 
development in the insurance business, has already 
assumed tremendous proportions. It opens the 
way to big sales and pays the Agent a substantial 
commission. It also affords an exceptional oppor- 
tunity to make a large number of individual sales 
of Life and Accident and Health insurance. Many 
of the Company’s Agents who have sold Group 
insurance policies, and who have taken advantage 
of the opportunities offered by the sale of such 


Multiple Line Advantages : 











policies, have sold large amounts of 
individual insurance which could 
not have been procured in any other 
way. In addition to Group Life, 
the Company writes Group Acci- 
dent, and Sickness and Group Acci- 
dent Death and Dismemberment. 
Agents are given the assistance of 


In 34th Year specially trained men in closing 
Assets - - - = 
Insurance in force $587,586,508 


$ 61,889,485 Group prospects. 


Supplementing its Group coverage 
the Company offers its representatives the added 
advantage of writing business on the Salary De- 
duction Plan which enables groups of employees 
working for a common employer to purchase 
regular forms of Life insurance, in most cases 
without medical examination, and have the pre- 
miums deducted from their pay by the employer. 
By this plan the benefits of Life insurance are 
greatly extended and the Agent’s opportunities 
greatly multiplied. 


Through its multiple plan of insurance selling— 
Life—Accident and Health—and Group, including 
Salary Deduction, the Missouri State Life offers 
its representatives a decided advantage over the 
one line method. Each one of its several lines 
furnishes valuable leads to each of the others. 


It is because of its progressive ideas and fore- 
sighted policy that the Missouri State Life has 
made such a substantial and rapid growth, now 
ranking 19th among the 348 Legal Reserve Life 
companies of the United States in amount of insur- 
ance in force. 


A GREAT COMPANY DAILY GROWING GREATER 


Missouri STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 
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SEE SLOWING DOWN IN 
INSURANCE BUSINESS 





Period of Readjustment Is Antic- 
ipated After Unprecedented 
Prosperity 





EXTENT PROBLEMATICAL 





Company Officials Predict Steady 
Growth Due to Fundamental Sound- 
ness of Life Institution 





NEW YORK, July 7.—With the com- 
pletion of the first six months of the 
present year it is possible to take stock 
in a preliminary manner both of the ac- 
complishments and the tendencies that 
marked that period not only’in the busi- 
ness world in general but the life insur- 
ance world in particular. 

Wane of Prosperity 

The public at large still enjoys the 

good things brought to it on the crest of 


the unprecedented wave of prosperity 
that has swept the country in the past 
few years. While unemployment and 
strikes are increasing, wages remain 
high. Profits likewise remain at the 
peak. In fact, dividend payments on 
July 1 were the largest in history, total- 
ing $492,000,000. New corporate financ- 
ing in June amounted to $280,000,000, an 
increase of $25,000,000 over the preced- 
ing month and an increase of $70,000,000 
over June last year. For the most part, 
industrial corporations are on a strong 
financial footing and the average indi- 
vidual is probably more prosperous than 
he has ever been before. 


Period of Readjustment Ahead 


There are and have been for some 
months, however, plain signs that we 
are in for a period of readjustment, “‘not- 
withstanding the strenuous efforts of the 
spreaders of artificial sunshine to 
brighten up the industrial and commer- 
cial horizon,” as one shrewd analyst re- 
marks. “Even the industry to which 
the pulmotor of increasingly easier in- 
stallment sales has been most vigorously 
applied, reports curtailment of opera- 
tions and announces price reductions.” 


Tendency Toward Contraction 


Commodity prices and money rates 
are falling off. Everywhere there is a 
marked tendency toward contraction. 
Average daily bank exchanges are di- 
minishing. Bank loans are increasing 
faster than deposits. Stocks have been 
“pegged” since the break on the ex- 
change several months ago, but experts 
are almost unanimous in their opinion 
that they have quite some distance to 
fall before a steady rise in them may 
again be expected. It would seem that 
the country must expect a readjustment 
period of lowered production and dis- 
tribution and it would also seem that 
the situation might as well be faced now 
as later, if retrenchment is to be carried 
out in an orderly and business-like man- 
ner. 

The depth and extent of the present 
business recession is problematical. The 


NEW COMPANY FOR HOUSTON 


To Be Managed by Cravens, Dargan & 
Co.—Will Still Represent North- 
western National 


HOUSTON, TEX., July 6—Rumors 
which have been current in Houston for 
some time regarding the organization of 
a new life insurance company in this 
city have been confirmed by Cravens, 
Dargan & Co., who announced that 
plans are complete for the organization 
of the Guardian Life Assurance Co. of 
Texas. The new company is to be un- 
der the control of the Cravens, Dargan 
general agency and will likely be headed 
by James Cravens. It is proposed to 
organize the new company with $500,000 
capital with a like amount of surplus 

Cravens, Dargan & Co. have repre 
sented the Northwestern National Life 





JAMES CRAVENS 


of Minneapolis for a number of years 
and the organization of the Guardian 
will not change the status of the North- 
western National in the general agency. 
Thus there will be a unique situation in 
the life insurance world, with the gen- 
eral agency acting as state agents 
managers for a mutual life company and 
a stock life company. 


seasonal improvement that occurs each 
fall may be sufficient to set the tide run- 
ning the other way. This view is some- 
what borne out by the recent sharp 
advance in bonds, which the “Harvard 
Economic Service” takes to indicate that 
“the recession now under way will prove 


only an intermission of the unusually 
long prosperity phase of the present 
business cycle.” But it is not likely 


that the prosperity curve will swerve up- 
ward steeply until there is some substan- 
tial improvement in the agricultural 


lated by stabilization of foreign markets, 
particularly those in Europe. 

The life insurance business, naturally, 
has been and will continue to be influ- 
enced by the present period of orderly 








recession, but any proper view of its 


situation and our export trade is stimu- | 
| period in 1925, 


and | 


WILL SEEK 1927 CONVENTION 





Dallas and Memphis Are Probable 
Competitors for Next Year’s 
Gathering 


With Memphis actively in the race for 
the 1927 convention of the National As 
sociation of Life Underwriters and Dal 
las reaffirming its decision to seek this 
convention, it appears that the contest 
will be between these two cities. De- 
troit, which sought the convention last 
year in contest with Philadelphia and 
Dallas, is reported to be in a receptive 
mood, though it will not actively seek 
the convention. 


Dallas to Put Up Fight 


Dallas insurance men have announced 
that they will make a fight for the 192 
convention and will have the support o 
the entire Texas delegation at the Atlan 
tic City convention this fall. Life under 
writers closely associated with the Na 
tional Association are already sending 
out letters to agents in Texas and ad 
joining states, asking that the bid of 
Dallas for the next convention be given 
united support with a view of bringing 
the big convention to the south next 
year. Texas underwriters believe that 
the south entitled to the convention 
next year and state that they anticipate 
the support of the west and mid-west in 
this contention. 

To 


18 


Expend Strenuous Efforts 


It was announced by the men behind 


the move to bring the convention t 
Dallas next year that they will be in 
the fight to the end. They have heard 


that Memphis is in the race for the con 
vention but said Memphis and the entire 
south probably could be lined up to sup 
port the claim of Dallas as easily 
Dallas and other southern points 
be lined up to back Memphis. 


as 


can 





“We are entitled to the conventio1 
and are going after it,” said one of the 
leading figures in life insurance circles 
“We should have had it this year and 
it was generally understood at the last 
convention we would ask for it in 1927 


We believe we can overcome objections 
of certain eastern underwriters to meet- 
ing in Texas and think it would be t 
their benefit to come down here and see 
what we have. We are in the fight to 
the finish. We have already started and 
we expect to gather momentum we 
go along.” 


as 


present and immediate future must take 
into consideration not only general eco 
nomic factors but certain other very im- 
portant factors peculiar to the business 
itself, 


Show Slight Falling Of 


Figures published recently by the Life 
Insurance Sales Research Bureau show 


that for the year ending May 31 new 
business increased 12 percent over the 
previous year. From Jan. 1 to June 1 
of this year 5 percent more new busi- 
ness was written than in the same 


but production in May 
did not quite equal production in May 
last year. Against this indication that 
production increases are gradually tap- 
ering off must be set the fact that in 
(CONTINUED ON PAGE 24) 


START GUARDIAN LIFE | TWO ARE _IN CONTEST | OUTLINE OF NATIONAL 


| CONVENTION PROGRAM 





Committee Holds Important Meet- 
ing in Chicago to De- 
velop Plan 


BROAD SUBJECTS CHOSEN 





Names of a Few Prominent Speakers 
Who Will Probably Be on List 
Are Tentatively Announced 


- 


for the international 
the National 
Underwriters to 
City Sept. 15-17, 
shape at the 


The 
convention 
Life 
Atlantic 
definite 


program 
Association 
held 
began to take 
the 
last 
committee 
Hugh 
Frank L. Jones, 
of the Na 
association; A, L, Petty, Winni 
Man., president of the Canadian 
Underwriters Association; W. R. 
Philadelphia, Ernest W. 
Charles L. Scott, Kan- 
William May, Jr., of 


of 


of be in 


meeting ot 
Chicago 
members the 
the meeting 
York; 


president 


program committee in 
The 
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D. Hart of New 
of Indianapolis, 
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Robinson, 
Owen, Detroit; 
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Toronto. 
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Theme of Convention 
The central theme of the convention 
about which the entire program is built 


“Raising the Standard of Life Through 
Life Insurance.” The subject is sufh 
ciently broad to allow ample scope to 
all speakers and yet gives a definite ton 
to the entire convention. The thought 
of the committee, explained by Mr 
Hart, to make the convention one 
of public interest as well as of value to 
the business itself. It is hoped that the 
program will have enough public 
interest to warrant receiving recog 
nition in the newspapers throughout the 
country. The committee believes that 
life insurance has beyond the 
stage where it is a private business and 
where its conventions are merely trade 
conventions. The committee feels that 
it a great cause to be furthered with 
intense zeal and that the conventions 
not only should appeal to the life in 
surance men who attend the convention 
and those who are reached by the vari 
insurance publications at home, but 
that it should also carry a message be 
yond life insurance men directly to the 
American people, 


as 
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of 


its 


passed 


is 


ous 


Is International in Scope 


to be 
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public 


The convention 
international in its 
tion has been given 
committee to making the 
interest to Canadian insurance 
whom large attendance 
Several outstanding Canadian 
will be on the program. It is t 
of the committee to give to the 
program a broader appeal than 
both for insurance men and the 
of both countries. 

Although the official opening 
convention will not take place 
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until 
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DROP REORGANIZATION 
END ILLINOIS BANKERS MOVE 


Attorney General Dismisses Suit on 
Condition That Reinsurance Plan 
Shall Be Abandoned 


The plan to reorganize the Illinois 
Bankers Life on an old line legal re- 
serve basis was definitely abandoned last 
week following a hearing at Monmouth 
in the case brought by Attorney Gen- 
eral Carlstrom of Illinois to require the 
company to show cause why its affairs 
should not be taken over by the Illinois 
department of trade and commerce. 

After a demurrer filed by attorneys 
for the company, in which they attacked 
the constitutionality of the act under 
which the attorney general was proceed- 
ing, had been overruled, a conference 
was requested for the purpose of talking 
over the possibilities of a compromise 
in the case. ~The attorney general 
agreed to dismiss his suit on condition 
that all further efforts to carry out the 
plan for reinsurance of the present as- 
sessment company in the proposed IIli- 
nois Bankers Life Assurance should be 
dropped. 

Adjourn Meeting Sine Die 


The special meeting of policyholders 
which had been called to pass on the 
proposed reinsurance deal had been ad- 
journed from time to time because of 
the litigation which had been under way 
ever since the proposal was advanced. 
The last adjournment was to July 1 and 
on that date, in accordance with the 
agreement made with the attorney-gen- 
eral, the meeting was adjourned sine die. 
With this adjournment, proxies of about 
two-thirds of the policyholders, which 
had been obtained by officers of the 
company favoripg the proposed conver- 
sion plan, became of no further effect. 
As a result, the status of the company 
will remain unchanged and it will con- 
tinue in business as an assessment or- 
ganization. It is operating in 22 states 
and has about 50,000 policyholders. 

Will Make Convention Audit 


In dismissing his suit, Attorney-Gen- 
eral Carlstrom reserved the right to re- 
instate it on five days’ notice in case the 
agreement were not complied with in 
full. The company agreed to take care 
of all its agents in all the states where 
it operates, except those who had al- 
ready “broken faith.” 

To assure policyholders that condi- 
tions are all right, the attorney general 
said that a Convention audit of the com- 
pany’s books will be made in the offices 
of Director Bailev of the department of 
trade and commerce in Springfield, Ill. 
This audit will point out any irregu- 
larities in policies which the company 
has agreed to correct. It is held by both 
Mr. Carlstrom and Mr. Bailey that the 
arrangement thus effected “practically 
cures the present situation and assures 
stability and solvency of the company as 
a going concern.” 

In Litigation Several Months 


The affairs of the Illinois Bankers had 
been holding the limelight for several 
months, ever since the proposed change 
in the plan of organization was an- 
nounced. Considerable opposition from 
one element of the policyholders greeted 
the first announcement, but with proxies 
‘of two-thirds of the policyholders se- 
cured, the sponsors of the plan declared 
they would fight the matter to a finish. 
An injunction was secured in the federal 
court to prevent them from consummat- 
ing the change, but the action of the 
lower court was reversed by the United 
States court of appeals, which threw the 
case out of the federal courts as being 
beyond their jurisdiction. It was sup- 


posed at the time that this ruling would 
assure the carrying through of the plan, 
but the filing of the suit by Attorney 
General Carlstrom threw another mon- 
key wrench into the machinery and now 
seems to have blocked the proposed 
change for all time. 








FIGURES ON SIX MONTHS’ BUSINESS 
SHOW GOOD GAINS OVER LAST YEAR 





in the first six months on 1926, to- 
gether with the new business paid 
for in the first half of 1925, and the in- 
crease in the amount of insurance in 
force since Dec. 31, 1925, as sent by 
the various companies in response to the 


R ‘in the fr on new business paid for 














request of THE NaTionaL UNDERWRITER, 
show very satisfactory gains in most 
cases. For the most part the figures 
are closely approximated, as exact fig- 
ures are not yet available in the ma- 
jority of cases. Following are the re- 
ports sent in this week: 








Increase 

New Paid New Paid in Insur. 

us. 1926 Bus. 1925 in Force 

Agricultural Life, Mich 1,725,000 $ 1,485,500 851,000 
Aimee Thbe, TeSs ccc crccccccces 1,223,493 $ 2,475,500 $ —32,105 
American Central, Ind. ... 34'500,000 26,000,051 21,250,000 
American Home, Kan........ 694,828 67.000 322,000 
American National, Tex.........e.eee08> 23,281,288 15,881,143 10,012,197 
Baltimore Life, Md........ccccsccccsccece 2,227,000 2,008,534 726,702 
DBRRETO LATS, NOB. cc ccccccccccscesccccce 6,800,000 6,689,481 3,948,381 
Business Men’s Assurance, Mo............ 10,092,611 8,614,211 5,637,933 
Capitol Life, Colo. ...ccccosece 5,535,193 5,178,932 2,000,000 
Central States Life, Mo....... 6,600,000 7,000,000 2,100,000 
Colonial Life, N. J...... 1,570,000 1,434,880 450,000 
Colonial Life, N. J....... 13,775,000 12,425,000 3,600,000 
Columbus Mutual, Ohio.. 10,233,395 6,638,853 4,847,359 
Commonwealth Life, Ky 17,481,367 12,591,601 6,631,24 
Connecticut General ... 121,000,000 107,272,690 63,000,000 
Connecticut Mutual ..... 50,126,750 49,046,447 34,085,000 
Conservative Life, W. Va. 4,866,731 4,149,365 1,311,528 
Continental Assurance, Ill ° ec eNTTY we ateyt yy 5,819,484 
Continental Life, Del. .....eeeeeeeeveess ’ ’ ’ oo 8=—S ss ep aeeeees 
Crown Life, Canada....ccccccccccccccese 9,000,000 7,500,000 5,000,000 
Detroit Life, Mich......cccccccccccccccce 8,000,000 7,183,095 6,500,000 
Elkhorn Life & Accident, Neb.......... 902,000 853,000 400,000 
Equitable Life, Ia........cccccccccvveses 41,400,000 30,000,000 26,000,000 
Equitable Life, New_York......... re. a ti 338, rr} = ree tt eeeesbee 
Equitable Life, New York.......... roup a 826 j~ ececseese 
Sareka- Maryland ob eedeue sss beeedeeuees 8,713, 5,018,899 4,009,000 
Farmers Union Mutual, Ia........++.+6+ 1,472,000 722,000 1,116,000 
Vederal Union, Ohio .cccccccccccccececs 4.533.379 Sat 8 8=——«é«‘a OD 
WIGGlity BEUCURL, PR. ccccccccccccccscces 24,793,408 24,224,396 11,743,004 
PERM EATS, Bik. cc cccccccccccscoseeses 22,182,668 16,404,537 11,000,000 
Gem Cit sane, =e ceee ae Rye weed dneeeees 1,750,000 1,429,500 1,177,344 
Grange Life pS TTT TTT TT TTT B.487,006 $q§<= = cesecsss | seecesss 
Great “american, Dice coececnecoeoeegnses 1,700,000 389,000 1,083,000 
Great Boutherm, Tek. .cccccccccescccccce 23,539,348 18,370,805 10,100,000 
Guaranty Life, Iowa@........ccececccvceess 5,881,782 4,467,894 3,071,838 
Home Life, rn vadcult owalew ane ~eat 19,922,602 18,011,956 8,793,511 
Indianapolis Ds naghbneee 6000 cbbes eens 7,689,021 6,471,904 5,603,758 
Jefferson Standard, N. C.......eeeeeeees 25,890,900 24,649,600 10,500,000 
DEE EAD cauccccccccsececeencooesseses 4,647,424 2,705,255 2,248,675 
Maetaskia LAGS, Wil... cccccccccccccccseces 460,000 251,000 400,000 
Lincoln National, Ind...........sesceeseee 62,000,000 59,000,000 26,000,000 
DRE TMD ceccaccocoegecccesiaveress 2,192,825 1,236,727 57,399 
Manufacturers Life, Cam. ......seeeeees 35,222,808 31,524,634 25,757,406 
Massachusetts Mutual .........eeeeeeeees 118,847,900 102,188,173 - 81,075,852 
Merchants & Bankers, IIl...........+506. 2,030,000 568,000 1,462,000 
Merchants Life, Ta. ..cccccccscccccceces 6,092,893 6,778,274 1,900,000 
Michigan Mutual ....cccccccccccccesece 9,399,889 a é§=—& + eee eees 
Midland Mutual, Ohio..........seeeeeeees 6,750,000 6,557,970 4,150,000 
Midland National, S. D..........cessse0e08 3,415,643 Sueaeee 8 =—sih BS OSs 
Mid-West Life, NeD........ccccsccccsecs ° 2,215,92 1,699,549 1,148,536 
DEENOER. BEES coccccccecsccccescess 16,755,422 14,337,751 8,598,259 
Modern Life, Minm......cccccccccccccess 610,9 375,500 270,814 
BEOUSOMO, BAUD cocccoccccccccceces ae 4,637,310 5,027,27 670,03 
National Fidelity, Mo.... 1,884,651 1,768,690 766,472 
National Life, Vt........ 36,250,000 36,883,238 19,500,000 
National L. A., Tenn 12,556,125 12,412,900 6,243,975 
National Savings Kan. .... 2,672,948 2,293,897 1,350,000 
Mew Terk LAGS. .ccccccesers 478,600,000 446,200,000 290,000,000 
North Carolina Mutual 7,215,256 6,291,354  11048,572 
Northeastern Life.......... 325,000 Sasnsene 8 8=—« Pa aneences 
Northern States, Ind........... 3,666,886 2,000,000 "i 'ag5 968 
Northwestern National, Minn... . 22,884,328 24,015,05 12 483,852 
Northwestern Union, IIl...........eeeee0. 212,520 200,250 114,270 
SEE BMD pec cc ck cceseeceseoeceseceooees 2,545,343 2,394,154 959,168 
Oregon Life 4,251,484 3,599,031 2,693,231 
Our Home, Cc 1,555,000 582,000 73,000 
Pacific i ea aie tinballetnteatetey | 49,650,000 49,267,776 22,900,000 
Pan-American Life, Pa@.........eeeeeeee 17,200,000 17,313,617 6 000,000 
Penn Mutual Life ......ccccccrsccsccsves 109.738 +44 106,803,853 2,987,113 
Peoples Lie, Ind... ccccccccccscccccvecs 35,39 4,515,014 1,455,640 
WOOTIR. EMBER Tibecccccccccccccccveccscsese 21946906 16,717,165 11,976,864 
Phoenix Mutual Life ..........ceeeeeees 40,800,000 34,061,871 24,500,000 
ER BS, We Deco cedececscocecesesceces 10,345,213 9,843,420 5,130,166 
Provident Tale, NW. D.nccccccccccccescvss 2,225,000 1,725,000 1,400,000 
PHOVIGOME BEUCUR] 2 oc cccccccccccccccesess 53,105,0 50,222,000 26,500,000 
Public Savings, Ind..............0.-- Ord. ae =——~S~S WW 3,114,883 
Public Savings, Ind...........+... Oe US; ese 10,369,800 
Mewinter EATG,  Fe..ccccccccesessecsscscees 2,962,995 RTE , rrr rrr 
San Jacinto Life, Tex.....ccccccccccesess 2.507,500 ante? 8 8=—S ss ea eoeee 
MeCUrity LASS, Tih.n oc cccscccccccscccesceses 5,853,562 5,969,263 1,802,955 
Security Mutual, Neb. ......eeeeeseeeees 1,709,427 ee ee 
Security Mutual, N. Y......ccceessccees 10,218,977 7,898,950 4,074,000 
Shenandoah Life, Va. ....-scseneeeeenee 7,037,248 Sa. 8 8€=20«-- ese oeees 
Southern States Life, Ga.........eeee8s tt é§=§=—«—$_ aa denenes 3,268,000 
Southland Life, Tex. .....cccccccsccvcee 14,547,388 12,908,564 8,150,389 
State Reserve Life, Tex..........eeee08- 1,203,612 ,109 1,010,000 
CE es ee eae eh ewon she eeeennes 5,077,000 4,628,500 2,000,000 
Toledo Travelers, Ohio ..........see005 1,161,750 154,500 972,557 
Travelers Equitable, Minn. ........++++ 631,500 387,500 18,000 
TINO COMRTRE cc cc ccceccccccscccsoseses 97,942,807 100,010,825 ¢ alate wa 
United Life & Accident, N. H.......++++- 6,575,038 6,718,839 2,546,833 
United States, N. Y....cccccccccccccvcecs 2,089,454 SeeEe a veenaes 
West Coast Life, Cal....... ...ceeeccseees 12,129,682 11,498,033 5,500,000 
Western Reserve, Ind.........ceeeeeeeeee 435,90 381,120 218,000 
Western Union Life, Wash. .......++++> 9,413,620 8,024,453 1,991,505 

*Began business in 1925. 

Had a Big June Financial Independence Month. The 


President A. C. Bigger of the Ameri- 
can Life Reinsurance states that its 
June production was more than $500,000 
in excess of any preceding June and was 
the second biggest month in the com- 
pany’s history. Its total June produc- 
tion was $3,000,000. 


Push “Financial Independence Month” 





The Continental Life of St. Louis is 
capitalizing on the Fourth of july 
spirit by launching a drive to make July 


object is for each agent of the company 
to make at least one family each week 
independent of future financial worries 
during the month, by providing the 
proper insurance coverage. 

On the eve of the opening of the 
campaign each agent received a large 
declaration of independence, which con- 
tains briefly the aims and purposes of 
the campaign. Later he received a giant 
fire cracker which contained four special 
application blanks to be used during the 
month. 





NEW COMPANY FORMED 
UNION NATIONAL CHARTERED 


Organization of Kansas City Company 
Being Completed—C. I. Dale 
Is President 


KANSAS CITY, MO., July 8—A 
new life insurance company has been 
organized in Kansas City and was char- 
tered by the insurance department last 
week. The company is the Union Na- 
tional Life, which will write strictly non- 
participating life, health and accident 
insurance. It is capitalized at $100,000, 
which is divided into 10,000 shares with 
a par value of $10 each, and the shares 
are being sold at $20 per share. The 
company is officered by men who have 
had considerable experience in the insur- 
ance business, and the stockholders and 
directors are prominent bankers and 
business men of Kansas City and Mis- 
souri. 


Ready by Aug. 15* 


The Union National Life will have 
home offices in Kansas City and all the 
business of the company will be done 
from the home office for the present. 
It expects to begin writing insurance by 
Aug. 15, and for the remainder of 1926 
will operate in Missouri exclusively. 
Although confining their operations to 
this state for the present, it is the plan 
of the officers and directors to extend 
the operations of the company into sev- 
eral of the middle western states as soon 
as that seems practicable. 


Dale Is President 


The officers of the company are: 
President, Chester I. Dale, of Kansas 
City, organizer of the company and for- 
mer agency director of the International 
of St. Louis and the Lincoln National; 
vice-president, O. W. Chandler, Hanni- 
bal, Mo.; secretary-treasurer, W. Speed 
Stephens, former treasurer of the Inter- 
national Life of St. Louis; medical direc- 
tor, Dr. Frank B. Hiller, of Kansas City, 
former medical director of the Pioneer 
Life and later of the Continental Life. 

President Dale has been in Kansas 
City for a year as agency director of 
the Lincoln National, following a period 
of 14 years when he held that position 
with the International of St. Louis. He 
has been in touch with this territory for 
many years, and along with the officers 
and directors of the company considers 
this a very advantageous time for start- 
ing a life insurance company in Kansas. 


Report Good Business 


ST. PAUL, MINN., July 8.—The 
first half of the year has been a good 
one in this territory for life insurance 
companies. Virtually all the home com- 
panies and general agents centered here 
report satisfactory gains over the first 
half of 1925. In a few cases the increase 
is quite large. 

The next six months’ business will be 
influenced largely by the crops results. 
Just at present there is some uncertainty 
on this score. A fair crop is the best 
that farmers generally are looking for 
though there are localities where the re- 
sults will be more favorable than that. 

There is no lack of employment in 
Minnesota, but business generally is not 
showing the healthy form that it should. 
Life insurance sales so far this year 
make an exceptionally favorable show- 
ing compared with other lines of busi- 
ness. 


Reports Big June Gain 


The Chicago branch of the Mutual 
Life of New York reports a big increase 
in June business, as compared with 
June, 1925, maintaining the excellent 
gains made since the first of the year. 
The Chicago branch reported $3,458,882 
of paid business in June, an increase of 
$1,429,523, or nearly 50 percent over 
June of last year. The company is con- 
siderably ahead of last year for the first 
six months, 
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CONSERVATION WORK 
IS VERY IMPORTANT 





President O. J. Arnold of the 
Northwestern National Swats 
High Lapse Ratio 





WOULD CUT DOWN WASTE 





Second Year Premium Period Is Criti- 
cal Time in the History 
of Life Policy 





O. J. Arnold, president of the North- 
western National Life of Minneapolis, 
who has made an exhaustive study of 
first year lapses, is putting forth special 
effort to reduce the waste in his own 
company and conserve more business. 
Mr. Arnold served on the committee of 
the American Life Convention that 


' 





0. J. ARNOLD 
President Northwestern National Life 


made a research into causes of lapses. 
This report was given at the last annual 
meeting and has been studied with in- 
creased interest. That report showed 
that the average lapse ratio of the Amer- 
ican Life Convention companies at the 
end of the first policy year was 35 per- 
cent and at the end of the second year 
9 percent. The severe lapse ratio there- 
fore comes on the payment of the second 
premium. If a company can tide over 
that critical time it has smooth sailing. 


Arnold Establishes Ratings 


President Arnold has made_ some 
standard ratings as to lapses. For in- 
stance, he would regard a lapse ratio up 
to 8 percent on first year’s business as 
excellent. From 9 to 16 percent he clas- 


sifies as good. From 17 to 24 percent 
he regards fair. From 25 percent up 


he marks poor. 

For instance in his own company, if 
it can cut down the first year lapse rate 
on the aggregate first year business 10 
points, it means an increase in gain in 
insurance in rate over the present rate 
of gain of more than $4,000,000 a year. 
President Arnold calls attention to the 
fact that the operating cost per $1,000 
is reduced as the second and subsequent 
years business is increased. 


Should Analyze His Business 


He states that when any agent has a 
lapse ratio of above 16 percent, for ex- 
ample, it behooves him to make a very 
strict analysis of his business and in- 
quire into the cause of the lapse. If an 
agent, a general agency or company is 
confronted with a high lapse ratio, Pres- 


COMPANIES SUSTAINED 
LEGAL RESERVES HELD DEBTS 


Important Decision by Court of Appeals 
at Cincinnati Affecting 
Taxation 


CINCINNATI, July 6.—The court of 
appeals today sustained the right of life 
insurance companies in Ohio to list their 
legal reserves as debts and as such they 
are free of taxation. This is a culmina- 
tion of litigation extending over a period 
of two years and arising from the at- 
tempt of the auditor of Hamilton county 
to add the legal reserves of Cincinnati 
companies to the tax duplicate. The 
county auditor was ordered to pay the 
cost of the proceedings. The companies 
contesting this action were the Union 
Central, the Western & Southern, the 
Ohio National, the Federal Union and 
the Columbia of Ohio. It is believed 
that the decision will end the legal bat- 
tle which for a time threatened to estab- 
lish a principle of law that would have 
had grave and far-reaching effect upon 
the fabric of life insurance organizations. 








ident Arnold states that it indicates that 
either the agent is not selling his busi- 
ness properly, is not seeking the right 
kind of prospects or that he is not prop- 
erly looking after his business in the 
year following the original sale. Presi- 
dent Arnold lavs great stress on the per- 
sonal contact after the policy is sold. 
He believes that neglect of the policy- 
holder will result in a high lapse ratio. 
He declares too that if an agent keeps 
in closer touch with his first year pol- 
icyholders he will be able to cut down 
the lapse ratio materially. 


Conservation Is Important 


President Arnold asserts that the con- 
servation of business constitutes today 
a big problem before life insurance ex- 
ecutives. The younger and smaller 
companies are at some disadvantage in 
the lapse ratio because they have not 
the long seasoned agency forces of the 
older companies and they do not have 
the large number of old policyholders 
who are satisfied customers and take 
additional insurance from time to time. 


Much Depends on Agent 


Life company officials agree that the 
lapse ratio depends very much on the 
agent. If he rebates or uses high pres- 
sure methods the lapse ratio is des- 
tined to be unduly high. If he oversells 
or deceives policyholders he will have 
a high loss ratio. If he has a large 
percentage of people who find it ex- 
ceedingly difficult to meet their expenses 
the lapse ratio will be high. The agent 
who seeks desirable risks and who sells 
the business right in the first place does 
not have the high loss ratio if he keeps 
in contact with his policyholders espe- 
cially the first year. President Arnold 
declares that the agent who makes a 
quick canvass, writes his men on the 
first interview and gets away, cannot 
expect to have a good conservation rec- 
ord. 

Tremendous Waste Involved 


The tremendous waste involved in 
high lapse ratios is appalling. Un- 
doubtedly executives are giving the 


problem more attention than they have 
in the past. Business that is put on 
the books the first year and sloughs off 
is most expensive. 

President Arnold feels that too many 
companies have stressed volume instead 
of conservation. They have pushed 
their agents too hard for new business 
and have neglected the old policyhold- 
ers. President Arnold is inclined to be- 
lieve that qualifications for agency con- 
ventions might well be based on the 
amount of increase of insurance in force 
rather than on amount of new business. 


Record of the Leaders 


President Arnold in reviewing the 
leaders in his own company states that 











PROGRAM FOR MEETING 


MIDLAND MUTUAL LIFE RALLY 


Number of Prominent Speakers Have 
Been Secured for the Agency 
Convention in Detroit 


The Midland Mutual Life of Colum- 
bus, Ohio, is making elaborate arrange 
ments for its 20th annual agency con- 
vention to be held in Detroit, July 27-29 
The program is as follows: 


Tuesday Morning, July 27 


W. R. Carnetet, Song Leader. 


Ralph Rudolph, Tax Expert—"Depre- | 


ciation of Small Estates.” 
Questions and Discussion. 


J. A. Reynolds, Assistant Vice-Presi- 
dent Union Trust Company—"“Life In- 
surance Trusts.” 

Questions and Discussion, 

Playlet, Union Trust Company Cast— 
“Where There’s a Will There's a Way.” 

Adjournment. 

Afternoon 

Steamboat ride and shore dinner, or a | 
choice of golf, Masonic Country Club; 
bathing, Belle Isle; sightseeing bus, the- 
atres or movies, 

Wednesday Morning, July 28 

Songs. 

John N. Yates, President Detroit Un- 


derwriters, General Agent Massachusetts 
Mutual—"Old Age Protection.” 

Questions and Discussion. 

Leo Thomas, largest personal produ- 
cer in the world—‘“How I Sold Twenty- 
five Millions in One Year.” 

Questions and Discussion. 


H. P. Trosper, Vice-President, Ameri- 





can “Salesmanship. 
Questions and Discussion. 
Adjournment. 
Afternoon 
Recreation, 
Evening 
Annual Dinner—lItalian Room. 





Poet — “Husbands 


Douglas Malloch, 
and Wives.” 


Dancing—The Skylark Dance Orches- 
tra, 
Thursday Morning, July 29 
Songs. 


J. Fred Lawton, Football Star, General 
Agent, Connecticut Mutual Life—*Play- 
ing the Game.” 

Questions and Discussion, 

Home Office Officials. 

President, Leader Club. 

Plans for the future. 

Final adjournment. 


the 20 leaders in conservation so far 
this year had all paid for over $100,000 
of business in 1925. Not one of them 
shows a lapse rate this year to date on 
his 1925 business in excess of 8 per- 
cent. As President Arnold points out 
these men are all large producers. They 
are all going strong on production this 
year with their time well taken up in 
looking after new business. Yet each 
is following up the payment of first year 
renewal premiums just as attentively 
and systematically as he addresses him- 
self to the solicitation of new business. 


Marathon Club Qualifiers 


Fifty-four agents, representing 18 
states, have qualified for the Marathon 
club of the Northwestern Mutual Life. 
This is an increase of ten over 1925. 
There are 33 agents who have been 
former Marathonians in the list this 
year, including Herman Duval of New 
York City. who has been a member of 
the club since it was started 11 years 
ago. The requirements for membership 
in the club are that the agent must pay 
for 100 lives during the year. At the 
end of 11 months there were only 28 
qualified but the rest made a spurt the 
last month to qualify. 


Connecticut Mutual Holds Open House 


The Connecticut Mutual Life held an 
open house in its new building in Hart- 


ford July 2. The public was invited, with 
music and entertainment under the 
direction of the Connecticut Mutual 
Club. 





LIFE INSURANCE Is 
CONSIDERED SPOTTY 





Big Gains Are Not Being Made 
by the Companies This 





Year 








Some Factors in the Analysis of Re- 
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| Broad Standpoint 
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| Life insurance companies are not 


| showing the increases this year that they 
did last year respects. In the 
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get 
for products 
For the 
sections, the districts producing berries 
and fruits, vegetables, etc., there is a 
ready market and the farmers have some 
money. Where they are depending on 
the long time crops they are not buy- 
ing unless notes are taken. 


Shut Down on Premium Notes 


Banks shut down months ago 


business. 


able to cash from 
month 


thrifty. 


instance in 


some 





on life insurance notes unless the banker 
himself was the agent. In the cities 
where trade and commerce does not 
depend so much on agriculture, life in- 
surance business is fairly brisk, although 
it is not as satisfactory as it has been 





} ance 
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the last few years. Collections in a 
number of points are tight. The Life 
Insurance Research Bureau of Hartford 
showed that for the year ending up to 


June 1, the increase in new business all 
over the country was about 12 percent, 
but for the last five months the com 
panies are doing well if they break 
even, Home offices describe the 
present situation as decidedly spotty. 


There is one rift in the clouds and that 
is that many agents are putting on extra 
steam during July and August and are 
not letting up in their effort to get busi 
ness. Many agents regard these two 
months as black months, although the 
business is to be had if properly solic 
ited. Some companies are offering extra 
inducements for the two months, 


Comment by “Journal of Commerce” 


The New York “Journal of Com- 
merce” recently commented on the 
situation with regard to new business, 


taking the position that companies can 
not look for the large gains in ordinary 
life insurance that were experienced in 
the past. The general feeling prevails 
that from now on increases will be 
natural, and that new business written 
will not be in such large amounts 
show the enormous gains of a few years 
back. The “Journal of Commerce” 
says: 

“Belief that the ordinary life insur- 
in the United States has reached 
the period where a steady large volume 
of new business will be written each 
year, but where the phenomenal year- 
to-year increase of the last few years 
can no longer be expected, is being 
some of the larger general 
as they make a pre- 
liminary survey of their first six months 
of 1926. 


as to 


Business Not Brisk 


“It has been the almost 
experience of the larger agencies 
in New York the business this 
has not been as easy to get as 
past, so that many of them will be 
satisfied with an even break as com- 
pared with last year. As one of the 
leading producers put it: “We have to 
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The Agent’s Big Problem 


is not how to reach the millionaire, the 
purchaser of $100,000 policies, but how to 
get in contact with the man who is earning 
from $100 to $500 a month. 


Our Sales Planning Department reaches 
just this class of people and develops them 


into live Insurance prospects. 


PAN-AMERICAN SERVICE 
includes: 


Educational Course 
Sales Planning Department 
Unexcelled Low-cost Life Policies 


Substandard Policies for Under-average 
Lives 


Child’s Educational Endowment 
Group Insurance 


All Forms of Accident and Health 
Insurance 


ADDRESS 


E. G. Simmons, Vice-President and General Manager 


PAN-AMERICAN 
LIFE INSURANCE CO. 


New Orleans, U. S. A. 
Crawford H. Ellis, President 











work for our business from now on, 
and the sooner we realize it the bet- 
ter.” Smaller agencies have not ex- 
perienced the same difficulty, but their 
increases are due in part at least, to 
expansion of their staffs and there is 
some feeling that the man-for-man pro- 
duction will fall below 1925. 


Condition Will Spread 


“It is also believed that the condition 
will spread to other sections of the 
country, New York being merely the 
first market to respond to general 
changes. That there is some degree of 
truth in this is indicated by recently 
published figures of the Life Insurance 
Sales Research Bureau, which show 
that the twelve months ending May 31 
exceed the preceding twelve months 
in production of new business by 12 
per cent, and the five months ended 
then exceeded the preceding five months 
by 5 per cent, while May alone fell 
slightly behind May, 1925, for the coun- 
try as a whole. 


Several Favorable Factors 


“There is no general feeling of pes- 
simism over the situation, however, as 
the agents agree that there are sev- 
eral favorable factors. One is that the 
present general level of annual produc- 
tion is much higher than it was before 
the boom. Another is that despite the 
rapid growth in insurance, the total 
coverage is still far from adequate, so 
that such gains as have been made 
should be held. A third is the rapid 
spread of group insurance and the 
many forms of salary allotment insur- 
ance. This last factor alone, it is 
thought in some quarters, is likely to 
keep the whole volume of new insur- 
ance expanding for some time to come.” 








GRIGGS WON’T HOLD HEARING 





Nebraska Official Refuses to Go Into 
Complaints Regarding North 
American National 





LINCOLN, NEB., July 8—Secretary 
Kirk Griggs of the department of trade 
and commerce, of which the insurance 
bureau is a part, has denied a hearing 
asked by J. M. Priest, as attorney for 
John P. Leininger, to investigate the 
change of the North American National 
Life from a mutual to a stock company 
nearly five years ago. Mr. Priest claimed 
the law had not been followed and that 
assets had been diverted. He has a suit 
in court at Omaha asking for an ac- 
counting as between the pioneer pre- 
ferred stockholders and the company. 

Mr. Griggs’ action was taken on the 
advice of the attorney general, who 
thinks Mr. Leininger has slept on his 
rights. Mr. Priest says he will institute 
mandamus proceedings to force a hear- 
ing by the department. Mr. Griggs 
offered to hold a hearing on some of 
the other matters in the complaint, but 
he believed that the question of juris- 
diction is one to be first determined by 
the courts. No appeal was taken from 
what the department did four years ago 
and Mr. Priest will have to find some 
other way to have what it did reviewed 
by the courts. 


Boosts National Convention 


Five thousand “centers of influence,” 
such as home office executives, life 
agency managers, superintendents and 
general agents throughout the United 
States and Canada are receiving letters 
from Frederick G. Pierce of the Con- 
necticut General in Philadelphia, 
general chairman of the international 
convention of life underwriters, ad- 
vancing reasons why the coming con- 
vention in Atlantic City Sept. 15-17 will 
prove to be the best and most largely 
attended convention in the history of 
life underwriting. Among others things, 
Mr. Pierce in his letter directs attention 
to the high quality of the program 
which revolves around the theme “Rais- 
ing the Standards of Life Through Life 
Insurance.” He also emphasizes the 
wonderful opportunity of combining 
pleasure and profit. 





BURGET IS PRESIDENT 





NEW HEAD OF PEOPLES LIFE 





A. A. Laird Retires as Executive of 
Indiana Company on Account of 
Health—Is Chairman of Board 





FRANKFORT, IND., July 8.—A. A. 
Laird, president of the Peoples Life 
since it was organized at Frankfort a 
number of years ago, has resigned be- 
cause of illness. He will remain chair- 
man of the board of directors. 

E. O. Burget, secretary-treasurer of 
the company since it was founded in 
1907, has been elected president. Joseph 
G. Phipps, who for 13 years has been 





E, 0. BURGET 
New President Peoples Life of Indiana 


assistant secretary, has been advanced to 
the position of secretary-treasurer. 
Joseph Ungerleider of Detroit has been 
named as actuary of the company. 


Plan Fraternal Convention 


The annual convention of the National 
Fraternal Congress of America will be 
held at the Hotel Statler in Buffalo 
Aug. 16-19. A busy four-day program 
has been arranged and during the ses- 
sions the fraternal leaders will discuss 
the important questions now before the 
company, including contract forms, 
group insurance, medical selection, the 
trend of taxation and other subjects of 
interest to fraternal and legal reserve 
companies alike. 


Big Group Case Written 


CLEVELAND, July 7.—The 8,000 
employes of the National Tube & Lake 
Terminal Railroad Companies were in- 
sured on the group plan recently in the 
Equitable Life of New York, through 
the Herman Moss Agency of this city. 

This is believed to be one of the larg- 
est life insurance transactions ever ne- 
gotiated in Ohio. The policies insure 
each employe for $1,000. The age limit 
is 60 years and the monthly premium on 
each policy will be about $1. In case of 
total and permanent disability before the 
age 60 the injured employes are to be 
paid $1,000 each in monthly installments 
over a period of two years. 


Mutual Benefit in Chicago 


The Chicago general agency of the 
Mutual Benefit Life under A. A. Drew 
in June last year settled for $1,345,000 
business. Its quota for June of this 
year on the basis of $16,000,000 business 
for the year was $1,424,000. During the 
month the agency actually settled for 
$1,457,882. For the first half of the 
year the agency paid for $8,532,232, as 
against $8,028,232 for the similar period 
last year. The quota for July of this 
year is $1,222,400. 
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One Perfect Protection Man paid for $2,821,562. 
id for $1,113,675. Four others paid 


for over $600, 000. 27 others paid for over 
$300,000. 2 others paid forover $200,000, and 
in the nice organization of over 650 under- 
writers one in three paid for over $100,000. 
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OUR earning ability may be 100 horse power, yet, you 
may be developing only 20. It may be caused by terri- 
torial restriction. A general agent may be taking a large por- 
tion of your earnings. It may rest with the service you provide. 


Perfect Protection is the service designed for the successful 
underwriter. It goes where he goes and commands enthusi- 
astic approval everywhere, for it appeals to the prospect 
who could not be interested in life insurance alone. It is an 
adequate service which does not limit either selling ability 
or earning power—for, beside Perfect Protection, the Reliance 
Agency Contract gives the right of unencumbered commis- 
sions and the freedom of Reliance territory. 


Need one question the Perfect Protection Man’s enthusiasm 
and prosperity ? 

Perfect Protection’Men are not geared to “‘snail pace’’ pro- 
gress. Neither is this institution content that its underwriters 
be other than successful in their profession, representative of 
Reliance Life and responsive to the opportunities it affords. 


If you are further interested in the Perfe& Protestion Man’s prosperity, write for our booklet, “Perfec& Prote&tion—How and Why.” 


IELIANCE LIFE 





RELIANCE LIFE INSURANCE CO. of PITTSBURGH - FARMERS BANK BLDG., PITTSBURGH, PA, 
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LIFE + ACCIDENT + HEALTH 





The LIBERTY LIFE 


Presents a New Sales 
Organization Plan 


where prospects are supplied 
to all their new Agents. 


We have also established a 
system whereby all Local 
Agents receive aid from 
their General Agent under 
the new plan. 


Our policies cover every 
modern feature of protec- 
tion. 


Our record of progress 
speaks for itself. 


Agency openings in each of 
the following states: Kan- 
sas, Missouri, Nebraska, 
Arkansas, Illinois, Califor- 
nia, Texas, Colorado and 
Wyoming. 





A Real Opportunity for Good Men 


The LIBERTY LIFE 
INSURANCE CO. 


LIBERTY LIFE BLDG. 
TOPEKA : KANSAS 





“LIBERTY LIFE AGENTS DRIVE SORROW FROM TOMORROW” 











( on mtd topics 
(Topics of The Connecticut Mutual) 
July, 1926 





Vol. I No. 1 





Business is just a human need 
Wrought out in thought 
And word and deed 

With Service, not self, 

For its modern creed 
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HOW W. O. CORD WROTE $1,000,000 POLICY 
ON NATIONAL CASH REGISTER PRESIDENT 








ILLIAM O. CORD, general 
W scent of the Penn Mutual Life in 

Dayton, has just written a $1,000,- 
000 line on the life of Frederick B. Pat- 
terson, president of the National Cash 
Register Company, bringing Mr. Patter- 
son’s total insurance to $1,800,000. Mr. 
Cord modestly says that Mr. Patterson 
sold himself this insurance, but other 
agents may be a bit skeptical. Here is 
what Mr. Cord says about the sale: 


Delivered $111,000 Policy 


“On June 15, this year, I visited the 
plant of the National Cash Register 
Company to deliver a life insurance pol- 
icy of $111,000 to J. H. Barringer, vice- 
president and general manager of the 
company. This brought the total amount 
of insurance carried by Mr. Barringer 
to $600,000. I was invited by him to 
have lunch in the N. C. R. dining room 
and a number of persons were seated at 
the officers’ table, including Frederick B. 
Patterson, president of the company. 
Mr. Barringer told the group that he 
had just taken this insurance with our 
company, and commented on the fact 
that he thought life insurance furnished 
a splendid investment, and his advice 
was that men should carry as much in- 
surance as they can afford. 


President Patterson Was Interested 


“Both Mr. Barringer and Mr. Patter- 
son took occasion to ask me questions. 
I answered their inquiries to the best of 
my ability. As a guest, however, at the 
table, I did not feel that it was the 
proper thing for me to initiate conversa- 
tion on the subject of insurance. I told 
Mr. Patterson that I felt it would be 
indiscreet on my part to permit the 
general conversation to drift entirely to 
my line of business. I observed this one 
thing, however, that Mr. Patterson was 
doing a great deal of original thinking 
about the whole subject. I had not 
talked to him specifically about the mat- 
ter of life insurance. His own business 
training showed itself in a most im- 
pressive manner. I did not sell him the 
$1,000,000 life insurance that he pur- 
chased; Mr. Patterson sold himself, a 
most unusual occurrence, but quite 
characteristic of the president of the 
National Cash Register Company. Fol- 
lowing our luncheon Mr. Patterson in- 
vited me to his office and commissioned 


me to place $1,000,000 of insurance on 
his life. 
Deal Toek 30 Minutes 


“A singular circumstance of the entire 
transaction is to be found in the fact 
that the whole matter did not consume 
over 30 minutes, including our conversa- 
tion at the luncheon table and my visit 
to the president’s offices. This, by the 
way, was the first interview I had ever 
had with Mr. Patterson. He now carries 
$1,800,000 personal insurance. He is the 
most heavily insured man in the coun- 
try for his age. He has just passed his 
34th birthday. 

“Mr. Patterson came to the presidency 
of this great National Cash Register 
Company a short time before the death 
of his father, the late John H. Patter- 
son, world-famous industrial leader and 
philanthropist. He has not only fol- 
lowed in the footsteps of his father, but 
he has increased the business of the 
company and introduced many new 
ideas which have combined to make 
him one of the outstanding industrial 
é@xecutives in America, if not the world. 


Noted for Big Deals 


“The retention in Dayton of the ex- 
perimental station of the United States 
Air Service is due to his efforts. Under 
Mr. Patterson’s leadership a whirlwind 
campaign was carried on, in which, in 
two days, $400,000 was raised among 
Dayton citizens and a thoroughly ade- 
quate 5,000 acre tract of land east of 
the city was purchased and given to 
the government as a permanent home 
for the experimental station. Mr. Pat- 
terson was also the leading spirit in the 
forming of the Dayton Industrial Asso- 
ciation, of which he is now chairman. 

“Welfare work was started at the 


National Cash Register Company 30 
years ago. The company pioneered in 
this line. Today the welfare work is 


still carried on in the National Cash 
Register Company’s plant, and to a 
greater extent than ever before. After 
the recent reorganization of the com- 
pany, Mr. Patterson made this state- 
ment: ‘My personal interest in com- 
munity welfare in Dayton will be con- 
tinued and sustained. I want to see 
Dayton grow greater in every way, and 
whatever I can do to make this possible 
will be done.’” 








Northwestern Mutual Convention Plans 


Edgar A. Guest, nationally known 
American poet, will be the principal 
speaker at the annual dinner at the home 
office of the Northwestern Mutual Life 
in connection with the 50th annual meet- 
ing of the Association of Agents of the 
company. The executive committee of 
the General Agents Association will 
meet Saturday evening, July 24, two 
days prior to the opening of the annual 
meeting, which is scheduled for July 26- 
28. The association meeting will be 
held Sunday, July 25. It was pre- 
viously announced that the district 
agents would have a separate meeting at 
10:30 the first day of the convention, 
but this has been changed to 12 o’clock 
to permit the district agents attending 
the sales clinic at the home office that 
morning. Bernard J. Stumm, district 
agent at Aurora, IIl., is the chairman of 
that meeting. 


Hands Reversed on Decision 


Holding that Commissioner Hands 
had no right to inquire into the circum- 
stances surrounding the voting by gov- 
erning bodies of the Maccabees and the 
Ladies of the Maccabees that the orders 
be merged, the Michigan supreme court 
this week ordered that a writ of man- 
damus should issue to compel the com- 
missioner to act in accordance with the 
law’s provisions. Commissioner Hands 
held hearings and after investigation re- 
fused to review the merger contract on 


the grounds that the original vote by 
the ladies order failed to comply with 
‘the law. 

Mr. Hands is now under the impres- 
sion that he must take up the Maccabee 
case on its merits as the law provides 
that he “shall” approve mergers in such 
instances providing the proper formula 
is carried out, the interests of policy- 
holders are shown to be protected, and 
the best interests of both orders seem 
to be served by a consolidation. 


Rockford Life in New Quarters 


The Rockford Life has removed its 
headquarters from the Rockford National 
| Bank block, Rockford, IIl., to its own 
building at the corner of East State and 
First streets, formerly the Manufacturers 
National Bank. Several thousand dol- 
lars were expended in remodeling and 
equipping the interior for the home 
offices and a public epening will be held 
within the next two weeks, when the 
various departments become settled in 
their new quarters. 


Moulton’s Agency Active 


Harper Moulton of Kansas City, gen- 
eral agent of the Provident Mutual, who 
recently took his office there, being pro- 
moted from a member of the Chicago 
general agency staff, states that June 
was the largest month in the agency on 
new business. Mr. Moulton is a live 
wire and is thoroughly imbued with 
Provident Mutual ideals. 
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Here’s Why 


Recently we asked a successful Equitable Life of Iowa agent 
what one thing about the company was the most helpful to him 
in his work. His reply was, “The company’s conservative busi- 
ness policy.” He said, “Conservatism has given the Equitable 
Life of Iowa a national reputation for absolute stability and has 
made possible the outstanding accomplishments that have made 
it preeminently a quality company.” 


The Equitable Life of Iowa takes pride in holding this 
esteem of its agents and welcomes new agents of high caliber 
who will appreciate the integrity and soundness of this institu- 
tion. 

Among the many advantages to agents of a connectior with 
this company are the following: 


Conservative business policy 
Extremely low net cost 

Salary Saving Insurance 

65 Standard Policies 

Practical, helpful service to agents 


Men desiring contracts with a progressive, helpful 
Company write to Agency Department. 


EQUITABLE LIFE 


‘INSURANCE COMPANY 
OF IOWA 


Equitable Life of Iowa Building, Des Moines Founded: 1867 Home Office: Des Moines 
Iowa’s Tallest Office Building 
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PROGRAM FOR 1926 


Reduced Non-participating Rates § Several New States Opened 

Increased Dividend Scale Free Educational Course 

Increased Service to Policyholders Increased Standard of Solvency 
and Agents 
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Business in force 


$51,294,000.00 


All of which came over our own counter—no consolidations. 


OANA CON 


Admitted Assets Surplus to Policyholders 
$6,874,226.76 $685,729.79 


If looking for a new connection write the Home Office 
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CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 
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COILH MEAN OL MM OcAnmee |. JAMES A LATTA 
7A BO) IAN Fee) James A. Laren i vie 
A Strong Board of Directors seen: = choad 9 hype 


western National Bank of 
Minneapolis, in whose con- 








sistent growth to its pres- 
ent immense size he has 
been an important factor. 

Mr. Latta entered the 
banking business in Mich- 
igan with the Second Na- 
tional Bank of Ionia in 
1885, being later con- 
nected with the Peninsu- 
lar Savings Bank of De- 
troit, the First National 
Bank of Hurley, Wiscon- 
sin, and again with the 
Peninsular. He was bank 
examiner in Michigan 
from 1897 to 1899, return- 
ing for his third connec- 
tion with the Penisular 
Savings Bank as assistant 
cashier. He came to Min- 
neapolis in 1905 as vice 
president of the Swedish- 
American National Bank, 
which consolidated with 
the Northwestern National 
Bank in 1908, when he be- 
came vice president and di- 
rector. 


This is Number of 
a series of nine ver- 
tisements on the Board 











of Directors of North- 
western National Life. 
Each member has been 
eminently successful in 
business, and each is in 
close touch with the af- 
fairs of the Company, 
taking an active part in 
its management. 
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LOUISIANA 
STATE LIFE 


Insurance Company 
HOME OFFICE 
SHREVEPORT, LA. 











WHY NOT BECOME A GENERAL AGENT? 


cor 


Many successful agents outgrow their present duties, and 
continue as sub-agents only because no opportunity is 
given for promotion. 


In the states of Alabama, Arkansas, Louisiana, Okla- 
homa and Texas, we offer to well qualified agents, lib- 
eral General Agency contracts with choice of splendid 
locations. 


Your communication will be received and treated with 
confidence. 


IRA F. ARCHER 
Superintendent of Agencies 














AGENTS’ ANNUAL RALLY 


GATHERING IN PHILADELPHIA 
Two-Day Session Held This Week by 
$250,000 Club of Mutual Life 
of New York 








The annual convention of the $250,000 
field club of the Mutual Life of New 
York was held in Philadelphia Wednes- 
day and Thursday of this week. The 
two-day business session was in charge 
of Vice-President George K. Sargent 
and a strenuous two-day program of 
educational and salesmanship features 
was enjoyed. Talks were given by home 
office representatives and also by the 
star producers in the field. All phases 
of life underwriting and life insurance 
salesmanship Were discussed. The con- 
vention concluded with a banquet Thurs- 
day evening at which honors were con- 
ferred for production during the year 
and a final talk was given by Vice- 
President Sargent. 

The program of the convention was 
as follows: 

WEDNESDAY, JULY 7 
Morning 
Welcome—George K. Sargent, second 


vice-president; C. C. Denio, agency 
manager, Philadelphia. 
“Field Club Convention”; Alexander 


McGregor, former president Field Club. 

“Field Medical Organization and Serv- 
ice.’"—Dr. Eugene F. Russell, associate 
medical director. 

“What It Means to Represent the Mu- 
tual Life.”—R. B. Trabine, former presi- 
dent Field Club. 

“Selection and Its Problems.”—Dr. 
P. M. Foshay, inspector of risks. 

“Company’s Progress and Future Pros- 
pects.”"—George K. Sargent, second vice- 
president. 

Afternoon 


“Inheritance Tax Insurance.”—Richard 
E. Myer, Rochester. 


“Life Insurance Trusts.”—Charles F. 
Teller, Philadelphia. 

“Business Life Insurance.”—Harris B. 
Burrows, Cleveland. 

“Insuring Nurses.”"—Mrs. Mary E. 


Fobes, St. Louis. 


“Importance of Making and Using 
Friends.”— Mrs. Elizabeth Kenney, 
Davenport. 


“Service.”"—A. A. Bernard, Albany. 
“Program Insurance.”’—Samuel S. 
Herwitz, Cincinnati. 


“Disability Benefits.”"—W. E. Robinson, 
St. Paul. 
“Corporation Insurance.”—Neil Himel, 


New Orleans. 

“How to Avoid Competition and How 
to Meet It."—-Fred J. Joyce, Albuquerque. 

“How I Present a Case to an Appli- 
cant.”—Robert B. Augustine, Richmond. 

“Salesmanship.”—George S. McKenney, 
Portland, Me. 

“How I Actually Work.’—H. Washing- 
ton Dodge, San Francisco. 

“Savings and Life Insurance.”—Mark 
B. Lockyer, Chicago (Spaulding agency). 

“Protecting Credit With Life Insur- 
ance."—Clarence W. Hudson, Los 
Angeles. 

“Value of Systematic Canvassing.”— 
Farley J. Withington, Rochester. 

THURSDAY, JULY 8 
Morning 

“Achieving Success.”—John R. Hastie, 
Chicago (Heifetz agency). 

“The Gospel of Discontent.”"—A. R. 
Coburn, Kansas City. 

“Attending My First Convention.”—E. 
A. McGarey, Boston. 

“Insurance for Women.”—Lawrence V. 
Lampson, Washington, D. C. 

“Forward or Backward.”—Edwin C. 
Huber, Wilmington. 

“First Year Impressions as a District 
Manager.”—Robert D. Head, Louisville. 

“Seeing the People.”—Martin P. Ken- 
nedy, Scranton. 

“The Spirit of the Company.”—P. H. 
Lowrey, Memphis. 

“Your Heart in the Sale.”—Nathan H. 
Weiss, Chicago, (Hintzpeter agency). 

“Personality.” — W. Reginald Baker, 
Newark. 

“Shakespeare, the Salesman.”—William 
B. Burruss, inspirational sales counsel- 
lor. 


Joins American Life Convention 
The Grange Life of Lansing, Mich., 
has been admitted to membership in the 


' American Life Convention. 








VIOLATION IS CHARGED 


McMURRAY SOUNDS WARNING 





Indiana Superintendent Tells Companies 
That Law as to Group Insurance 
Must Be Observed 





Insurance Commissioner McMurray 
of Indiana has sent out a bulletin to life 
companies regarding group life insur 
ance. He states that it has come to his 
attention that some companies have vio 
lated the provisions of the Indiana group 
life insurance statutes. He says in this 
connection : 

“That group life insurance is hereby 
declared to be that form of life insur- 
ance covering not less than 50 employes 
with or without medical examination, 
written under a policy issued to the em- 
ployer, the premium on which is ‘to be 
paid by the employer and the employes 
jointly, and insuring only all of his em- 
ployes, or all of any class or classes 
thereof determined by conditions per- 
taining to the employment, for amounts 
of insurance based upon some plan 
which will preclude individual selection, 
for the benefit of persons other than the 
employer; Provided, however, That 
when the premium is to be paid by the 
employer and employe jointly and the 
benefits of the policy are offered to all 
eligible employes, not less than seventy- 
five per centum of such employes may 
be so insured. (Acts of 1921, page 320.) 

“Under this statute group life insur- 
ance policies can only be issued to cover 
not less than 50 employes and the pre- 
mium must be paid by the employer or 
by the employer and the employes 
jointly. 

“Unless companies confine the writ- 
ing of group life policies in Indiana to 
accord with the provisions of Indiana 
statutes, requiring in all cases a bona 
fide contribution by the employer in the 
payment of premiums, the Indiana in- 
surance department will be compelled to 
take definite action to prevent violation 
of law.” 





Lincoln National Outing 


With more than 200 in attendance, the 
annual week end party of the Social & 
Athletic Association of the Lincoln Na- 
tional Life at Lake Wawasee, Ind., 
proved to be more successful and en- 
joyable than any previous trip. The 
entire hotel and annex were turned over 
to the Fort Wayne visitors Saturday and 
Sunday. 

A burlesque minstrel stunt was 
staged impromptu Saturday night. The 
pep songs which were written especially 
for the occasion turned the big dining 
hall into a singing school, with Chair- 
man Earle Wooding of the entertain- 
ment committee in charge, and Presi- 
dent Arthur F. Hall and F. L. Rowland, 
A. J. McAndless and others as the solo- 
ists of the occasion. 


Equitable of Iowa Breaks Record 


The Equitable Life of Iowa broke all 
June records and recorded a business 
the third largest in the history of the 
company, and this result was accom- 
plished without any special campaign 
being invoked. The total paid for busi- 
ness for June was $8,577,565, a gain over 
the same month last year of $3,540,626, 
or about 70 percent. For the first six 
months of 1926 the company has written 
$41,643,107 paid for business, a gain of 
$12,386,418 over the same period in 1925. 
The New York City agency led with 
$969,190 paid for. Iowa led among the 
states for June with a total paid-for 
business of $1,489,250. 


Jennings With Interstate 


W. C. Jennings, who recently grad- 
uated from the actuarial course con- 
ducted by Dr. Glover at the University 
of Michigan, became associated with the 
actuarial department of the Interstate 
Life & Accident of Chattanooga, Tenn.., 
as of July 1. 
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REPORTED FAVORABLY 
Is NOT MODEL LEGISLATION 


Outline New Code for District of 
Columbia, to Be Considered in 
December 


WASHINGTON, D. C., July 7.—A fa- 
vorable report:on the Sackett bill provid- 
ing a code of law governing legal reserve 
life insurance business in the District of 
Columbia was submitted to the Senate 
last week by the committee on the Dis- 
trict of Columbia, and probably will be 
taken up for consideration during the 
next session of Congress, convening in 
December. The bill, approved by the 
district commissioners, the insurance 
companies and other interests affected, 
was originally part of the new insurance 
code covering all classes of insurance, 
but was brought in as a separate bill 
when it became apparent that it would 
be impossible, at this time, at least, to 





pered, to the detriment of the public as | 


well as the injury of reputable com- 
panies and agents.” 

Because of conditions existing in the 
District, the committee found, the in- 
surance company recently founded by 
the American Federation of Labor was 
forced to incorporate elsewhere. The 
bill is not “model” legislation, it is em- 
phasized, but is merely to bring the leg- 
islation in the District up to a point 
where it will approximate the best 
legislative practices and procedure else- 
where in the insurance business. 

The bill specifically exempts from its 
provisions fraternal beneficial associa- 
tions; associations of employes of the 
United States or District Government, or 
associations of employes of any person 


| organized among and operated for them- 


provide a full code meeting with uni- | 


versal approval. 
Similar to State Codes 


The measure is in substantial con- 
formity with the laws governing the 
legal reserve life insurance business in 
many of the states, it is pointed out in 
the committee’s report. The present 
law on this subject has not been revised 
in many years, while, as a result of the 
growth in importance of the business 
and the discovery of the need of effi- 
cient regulation in the public interest, 
practically all the states have adopted 
codes of insurance law governing not 
only insurance companies but their 
agents and solicitors as well. “The lack 
of regulatory insurance provisions in the 
District of Columbia,” it is declared, 
“has resulted in an influx of unfit com- 
panies and agents, who are able to carry 
on their operations practically unham- 


selves exclusively; any corporation, com- 
pany or association not engaged in the 
business of life insurance on the legal 
reserve plan, and the United States Vet- 
erans’ Bureau and War Risk Insurance. 
Cevers Many Items 

The essential points covered by the 
bill, as detailed in the report, are: 

“Provides for licensing of all 
panies, agents, solicitors or brokers en- 


| gaging in the business of legal reserve 
| life insurance in the District of Colum- 





bia. 

“Vests powers of examination of 
companies in the superintendent of in- 
surance. 

“Provides for deposits with 
tendent to protect policyholders. 

“Provides for taxation of legal reserve 
life insurance companies. 


superin- 


“Prescribes qualifications of agents, 
solicitors and brokers; requires bonds 
for protection of the public, makes 


agents liable on unlawful contracts, and 
provides for suspension and revocation 
of licenses in cases of misconduct, with 
proper provision for court review. 
“Prescribes and regulates amount of 
reserves, requires annual statements, 
regulates valuation of securities, re- 
quires standard policy provisions, such 


com- | 


of premiums, incontestability, misstate- 
| ments of age not voiding policy, loans 
on policies, extended insurance after 
premium lapsed, etc. 

“Prohibits misrepresentations, rebates 
and improper commissions; defines 
rights of beneficiary; prescribes penal- 
ties for embezzlement and false 
ments. 

“Prescribes method and form of or 
ganization and incorporation, regulates 
investments, limits real estate holdings, 
provides dividend restrictions, regulates 
reinsurance, regulates form of annual 
statement, prescribes methods of keep- 
ing books; provides. for proceedings to 
protect policyholders when capital is 
impaired. 

“Provides for licensing of foreign and 
alien companies under proper restric- 
tions and safeguards.” 


Midland Mutual Contest 


The Midland Mutual Life of Colum- 
bus, O., staged a contest in May and 
June which took the nature of an auto- 
mobile race. The agency force was di- 


State 


| vided into three classes and capital 
prizes, as well as quota prizes, were 
awarded. The result was the largest 


May and June business ever received. 
The prize winners will be announced by 
July 15. The Midland Mutual Life will 
hold its 20th annual convention at De- 
troit, Mich., July 27-29. Prominent 
Detroit underwriters will be on the pro- 
gram and Douglas Malloch, the poet, 
will be the after-dinner speaker at the 
banquet the evening of July 28. 


Reliance Life Special Train 


A special car has been chartered by 
Texas representatives of the Reliance 
Life for the trip from Dallas to the 
convention of the company’s agents in 
Pittsburgh. The Dallas car will join 
several others at Bowling Green, Ky 
A special section of the Pan-American 


train will be operated from Bowling 
Green by the Louisville & Nashville 
Railroad, the second section to be 


as those relating to grace for payment | known as the “Reliance Life Special.” 


the past ten years. 
| 
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/NOW GO TO SUN LIFE 





|HAD GET-TOGETHER DINNER 


Former Cleveland Life People Are Wel- 
comed to the Fold of the Mon- 
treal Company 


CLEVELAND, July 8.—The first 
agency dinner and get-together meeting 
of the Sun Life since its amalgamation 
with the Cleveland Life took place this 
week. Those present, about 90 in num- 
ber, were for the most part, former em- 
ployes of the Cleveland Life, all of 
whom are now connected with the Sun 


Life. Among the speakers were J]. N. 
Willis, manager of the Cleveland divi- 
sion of the Sun Life; H. M. Moore, 
formerly for several years secretary of 


the Cleveland Life who goes to Colum- 


bus in charge of that district; Ray Fin- 
ger, formerly agency manager of the 
Cleveland Life; E. W. Owen, manager 


of the Detroit office of the Sun Life; A. 
H. Morphy, manager of the group de- 
partment, and A. G. McIntosh, agency 
assistant. 


Passes $600,000,000 Mark 


The Missouri State Life has entered 
the $600,000,000 paid-for class. A check 
of the company’s books as of June 30 
revealed approximately $605,000,000 in 
paid-for insurance in effect. This com- 
pares with $587,586,508 as of Dec. 31, 
1925. 

The Missouri State is now entering its 
34th year and it is interesting to note 
that it required 24 years to get into the 
$100,000,000 class. It has added more 
than $500,000,000 of paid-for business 





Michael Kley, manager of the imml- 
grant service and citizenship bureau of 
the Metropolitan Life, gave the Rotary 
Club at Oshkosh, Wis., a rapid review 
of the Buropean situation as he saw it 
during his three months’ trip abroad. 
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J. H. Stewart 
VICE PRESIDENT 





ant worked for 
and with his com- 


You know the answer! 


* * * 


If you sell Farmers & 
Bankers Policies you 
bank the premiums lo- |\7 
cally and we invest the 
money in the territority 
This money f 
kept at home eventually y 


comes back to you. 
Write for our cooperative plan. \ 


eFarmers € Bankers: 


Life Insurance Company) 


H. K. Lindsley 


PRESIDENT 


Frank B. Jacobshagen 


WICHITA, KANSAS 
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What Is a 
Life Underwriter? 


One who executes and delivers a life insurance 
policy. In other words, a person whose businessit 
is to offer the known benefits of life insurance to 
individuals, to corporations, to partnerships, etc. 


But further, the life underwriter is one who must 
convince thoseclientsof the benefits offered. This 
means stimulating contact with human character 
and with large affairs. Some underwriters prefer 
the game of character and deal mainly with indi- 
viduals. Others prefer affairs. To them is open 


the great field of business insurance. 


Furthermore, the business of life underwriting 
pays highly for initiative and ability. 


And still more, the life underwriter offers to his 
clients a commodity which has no risk in it, does 
not deteriorate, and adds no burden of mental 
worry. The life underwriter sells absolute secur- 
ity, the foundation of serenity of mind. 


A Strong Company. 
Over Sixty Years in 
Business. Liberal as 
to Contract, Safe and 


Secure in Every Way Lire INSURANCE Com 











GENERAL AGENTS WANTED 
in 
MISSOURI and ILLINOIS 


- 


Our Special Accident Benefits, in addition to 
the complete Double Indemnity coverage for 
accidental death and monthly income for Total 
Permanent Disability, pays an additional bene- 
fit equal to the face amount, for eight special 
accidents, including: ® 


>> 


1. The wrecking of a public conveyance, 

2. The wrecking of a private conveyance, 

3. Being struck or run over while in or upon 
a public highway, 
And five other features. 


We have thousands of Boosters to give you direct 


leads. You will succeed in a high degree as others 
have, if, when and as soon as you represent 


UNIVERSAL LIFE 


INSURANCE COMPANY of MISSOURI 
700 Times Building St. Louis, Mo. 


W. D. LUMPP 


E. G. ROLWIN 
President Director of Agents 





Institute Make Arrangements for 
Special Privileges 





duced cost. 
Supplies Valuable Information 


be backed up by a knowledge that is 


Tax Institute began to publish a loose- 
leaf service designed along these lines 
exclusively for life underwriters. 
found immediate favor because it sup- 
‘plied a long felt want with an explan- 
atory text in non-technical language 
applied particularly to the sale of in- 
surance in a practical way. Most im- 
portant, it was felt that insurance men 
should have a place where they could 
get authoritative opinions to assist them 
‘in their individual cases. . 
This personal consultation service is 
of the greatest importance, as many 
clients rely upon their lawyers for opin- 
ions, and an insurance man must be 
equally provided for in the way of 
counsel. 

Have New Service 


In addition to this the association pre- 
vailed upon the Inheritance Tax Insti- 
tute to inaugurate a new feature in their 
‘service covering monthly reports on 
‘estates probated in Cook County. These 
reports give detailed information on the 
valuation of estates, the amount of in- 
heritance taxes and administrative ex- 
penses involved and other data of value 
to local underwriters in the sale of life 
insurance. 


WILL NOT FILL RAY’S PLACE 





Equitable of Iowa Agency Work to Be 
Handled by Ray E. Fuller, As- 
sisted by Earle E. Smith 


DES MOINES, July 8—The Equi- 
table Life of Iowa announces that the 
position of assistant superintendent of 
agents made vacant by the resignation 
of Paul M. Ray, who goes with the 
Provident Life & Accident, will not be 
filled by direct appointment but work 
of the entire department will be per- 
formed by Ray E. Fuller, for some time 
supervisor of agents, and Earle E. 
Smith, who is in charge of educational 
work among field men. Mr. Smith will 
supplement the home office force in 
agency affairs. 

He has had a fine experience in life 
insurance agency production and build- 
ing as agent, district agent and general 
agent and is well qualified to understand 
and cope with the problems of the men 
in the field. 

He will spend six or eight months in 
close contact with various agencies of 
the company, familiarizing himself with 
the needs of the Equitable Life of Iowa 
agents, with the ultimate purpose of de- 
voting his time largely to educational 
work for the company which will in- 
clude preparation of an Equitable of 
Iowa agents’ educational course. 

Mr. Smith’s entire experience has 
been with the New England Mutual 
Life and he has been for some time 
ambitious to devote his time along the 





Announcement is made of an arrange- ; KY” L 
ment between the Chicago Association | the leading life insurance agencies in 
of Life Underwriters and the Inheri- | this city have reported a slump in busi- 
‘tance Tax Institute of Chicago whereby | ness as compared with that of last year. 
the members of the association will have | This seems to be largely a local condi- 
the advantage of a complete tax and | tion and presents a rather surprising 
tsales information service with personal | contrast with the experience of the com- 
consultation privileges at a greatly re- | panies through the country as a whole. 


OFFERS NEW SERVICE| NEW YORK DEPRESSION 


WILL AID CHICAGO AGENTS |AGENCIES BELOW LAST YEAR 


Local Association and Inheritance Tax | Report a Slump From Abnormally High 


Record in 1925—Attributed to 
Business Depression 





NEW YORK, July 7.—A number of 


Most of the companies are reporting 
increases for the first six months of 
1926, although quite a few have not 


It is recognized that inheritance and | broken quite even with the record for 
income taxes play a large part in the | the first six months of 1925. 
sale of “business and estate” insurance 
and the underwriters of today sana be 
informed on these things more than any |. ~ : ‘ 
other person. His sales arguments must | 'S 4 decided falling off from the high 


Blame Stock Market Slump 
Here in New York, however, there 


record set last year by mest of the large 


effective and not too technical for his | @8encies. This is attributed partly to 
own understanding or that of his clients. the big slump in the stock market early 
More than a year ago the Inheritance |!" the year in which thousands of in- 


vestors lost heavily. After this experi- 
ence many of them either have not the 


It | Money to spend for life insurance or 


they are very charv about parting with 
it at all. Another factor to be con- 
sidered is that 1925 was a banner year 
as a whole. Life insurance production 
ran far above normal, so that a failure 
to surpass last year’s record does not 
indicate a depression, but rather a re- 
turn to a more normal _ condition. 
Whether or not the pace maintained in 
1925 will be reached again in the near 
future remains to be seen. 


STATE MUTUAL CONVENTION 





Annual Meeting of Agency Club Held 
Last Week at Swampscott for 
Instruction and Outing 





The annual meeting of the Agency 
Club of the State Mutual Life of Wor- 
cester, Mass., was held last week at 
Swampscott. Stephen Ireland, super- 
intendent of agencies, presided at the 
first day’s session, while J. H. Edeson, 
assistant superintendent of agencies, 
presided the second day. President Bur- 
ton H. Wright welcomed the visiting 
agents. Among the speakers were Frank 
W. Pennell, prominent underwriter of 
New York City, who spoke on “Mer- 
chandising Life Insurance”; W. Harry 
Jackson, “Seeing Is Believing”; Griffin 
Lovelace, director life insurance 
course, New York University, “Human 
Interest in Selling Life Insurance”: R. 
B. Gordon, supervisor of applications, 
“Underwriting Problems”: Melvin H. 
Leonard, “The Vision that Guarantees 
Success”; Charles S. Bergen, Sr., “Regu- 
lar Production”; Harry Collins Stillman, 
“Personality as a Basic Factor in Sell- 
ing Life Insurance.” Charles R. 
Gowen and Arthur J. Killip gave a sales 
demonstration on selling a minimum 
program, which was followed by a ses- 
sion of constructive comment and sug- 
gestion. Samuel E. Winslow of Wor- 
cester, Mass., former congressman, was 
a speaker at the annual banquet. 

The officers of the agency club for 
the year ending March 31, 1927, are: 
President, Melvin H. Leonard, Boston; 
vice-president, Thornton W. Jenness, 
Boston; secretary, J. Parker Swett, Bos- 
ton; executive committee, Roy E. 
Stringer, Detroit; John H. Sinclair. 
Providence; Charles F. Ernst, St. Louis. 


“Clic Club” Race Close 


_ June 30 marked the close of the Con- 
tinental Life of St. Louis “Clic Club” 
year. The race for the club presidency 
is very close, with W. B. Harn of Harn 
& Harn, general agents at Cleveland, O., 
and J. M. Hensley of Bay City, Tex., as 
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Has “Cold Canvass for 


Hot Weather’ Campaign 


HE National Life, U. S. A., has 

started what it terms a “cold can- 
vass for hot weather” campaign, run- 
ning during July and August. ‘The con- 
test is based on systematic application 
of interviews for the production of busi- 
ness. President Robert D. Lay declares 
it is a known fact that a certain number 
of calls produce a certain number of 
interviews which in turn produce a cer- 
tain number of applications. The 
National Life U. S. A. contest in 
addition to the regular daily pro- 
gram provides a definite amount of work 
to do each day. Daily interview cards 
are required to be sent in within 24 
hours. A number of prizes will be given 
to those who will interview two or more 
persons each day during these months. 


OUTLINE OF NATIONAL 
CONVENTION PROGRAM 


(CONTINUED FROM PAGE 1) 
Wednesday morning, Sept. 15, the com- 
mittee hopes to provide an insurance 
playlet to be given Tuesday evening. 
It is not the intention to repeat any of 
the playlets given at previous conven- 
tions, but if possible to secure a new 
one of equal if not greater appeal. 

Stanley Hawkins Song Leader 


The regular program will open 
Wednesday morning at 9:15. The song 
leader for this year’s convention is 
Stanley Hawkins, of Rochester, N. Y., 
agent of the Massachusetts Mutual. 
W. G. Eisenhauer, who was song leader 
at all national conventions for a good 
many years, will be missed this year 
by the convention veterans. His death 
several months ago came as a distinct 
shock to his wide circle of friends. 

At the opening session Wednesday 
morning, A. B. Kelley, president of the 
Philadelphia association, and Miss Sara 
L. Miller, president of the Atlantic City 
association, will extend greetings to the 
visitors. President Frank L. Jones of 
the National association will greet the 
visiting members of the Canadian asso- 
ciation, and President A. L. Petty of 
the Canadian association will respond. 
President Jones and President Petty will 
preside at the opening session. At this 
first session the special guests repre- 
senting kindred organizations will be 
introduced. 


Addresses Wednesday Morning ~ 


The first set address on the program 
will be on “Life Insurance and Social 
Progress.” The speaker has not yet 
been secured, but the committee states 
that he will be an outstanding figure. 
“Life Insurance and Economic Prog- 
ress” will be the subject of an address 
by a prominent financier and “Life In- 
surance and National Progress” will be 
discussed by a leading Canadian speaker. 


All Star Producers’ Session 


Wednesday evening at 7:45 an all star 
producers session will be held. Paul 
Clark, of Boston, vice-president of the 
National association, and John William 
Clegg, past president of the National 
association, will be the chairmen at this 
session. In relating this session to the 
general theme, the committee points out 
that the effectiveness of life insurance 
as a method of raising the standard of 
life depends upon its distribution and 
therefore the program will consider 
Practical methods of carrying the mes- 
sage of life insurance to the public so 
that it may become available for rais- 
ing the standard of life. The speakers 
at this session will all be men who have 
been producing at least $500,000 a year 
and it is anticipated that most of them 
will be in the $1,000,000 class. The 
speakers will be selected by Charles L. 
Scott of Kansas City. 


Addresses Have Wide Range 

This all star session is divided into 
four parts. “Carying the Life Insur- 
ance Message to the Country Man,” will 
be discussed by two of the leading 





country producers. “Carrying the Life 
Insurance Message to the Town Man” 
will be handled by two outstanding 
producers of the smaller centers. 
“Carrying the Life Insurance Message 
to Women” will be discussed by two 
women producers of note. There will 
be two sub-divisions of the fourth topic, 
“Carrying the Life Insurance Message 
to the City Man.” One of the speakers 
on this topic will be a producer of large 
amounts who writes policies of ordinary 
size and many of them. The other will 
be the type of man who writes the super 
policy on wealthy men for business, 
inheritance tax or other purposes. It 
is thought that this all star session will 
be highly interesting and extremely 
practical and inspiring. 
Three Factors Represented 


At the Thursday morning session, 
which opens at 9:15, A. B. Kelley, presi- 
dent of the Philadelphia association and 
William May, Jr., vice-president of the 
Life Underwriters Association of 
Canada, will be the chairmen. At this 
session the three great factors relating 
to the insurance business, the company, 
the agent and the policyholder, will be 
represented. The committee realizes 
that these three must cooperate in order 
to raise the standard of life through 
life insurance. Each of the three view- 
points will be represented on the pro- 





gram. One of the outstanding com-j|ings Thursday afternoon. One will be 
pany men, probably the president of | devoted to a discussion of problems of 
one of the leading companies, will speak | agency organization and management. 
from e viewpoint of the company. | Probably John Marshall Holcombe, Jr., 
The agent’s viewpoint will be presented | manager of the Life Insurance Sales 
by one of the leading producers while | Research Bureau of Hartford, will have 
the viewpoint of the policyholder will | charge of this section. The other sec- 
be discussed by a man, not in the in-| tional meeting will be_ for secretaries 
surance business, who carries over $1,-| of local associations. The employment 
000,000, who is a prominent business | of permanent. executive secretaries by 
man and who occupies a high position | local associations Has become so pre- 
in public life. At this session there will | valent that the committee feels a ses- 
also be an address on “Life Insurance| sion of this type will be very instruc- 
and Public Health.” Dr. Lee _ K. | tive and practical. 

Frankel, third vice-president of the Gunmentien of Penaie 


Metropolitan Life, will probably be 

asked to give this address. beg mek Frank hy ~ oe 3 
tional association anc resident 

Suing Ethete 2 Be Siecamed Petty of the Canadian association will 
The committee, realizing that if life| be the chairmen at the Friday morning 
insurance is to fulfill its mission of rais- | session. The program committee feels 
ing the standard of life it must be more} that sufficient attention has not been 
widely and adequately distributed and | paid to the vital importance of discus- 
that this can be done only through a| sing ways and means of insuring that 
more efficient selling process, has|the insurance policies shall accomplish 
scheduled a session for Thursday after-| the purposes for which they were in- 
noon for the discussion of selling | tended, of raising the standard of life 
methods. Don Sterling, of Dallas, vice- | of the beneficiaries. This session, there- 
president of the National association, | fore, will take up the important ques- 
and J. E. Williams of Seattle, secretary | tion of conservation of insurance pro- 
of the National association, will be chair-| ceeds. At this session a prominent 
men at this session. The committee | Canadian speaker will discuss income 
plans to ask Dr. Charles J. Rockwell | insurance. Problemsmet in programing 
to take charge of this meeting. insurance will be considered by another 
There will also be two sectional meet-! authority. Another speaker, probably 
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ASK US WHY WE BELIEVE 
ss 


Atlantic Life 


Insurance Company 
RICHMOND, VIRGINIA 




















GET WITH A 


LIVE COMPANY 


That’s progressive, full of pep and does things 
for its Agents and Policyholders like the great 


BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling policies ever offered—and backed by an Agency force 
that’s breaking all records. 


FOR FULL TIME MEN WE OFFER— 


1—Free Schooling starting soon. 

2—Free Circularizing. 

3—High grade premium notes handled. 

4—Advances against commissions on high grade premium notes. 

5—A Line of Special Estate and Income Contract Unsurpassed. 

6—Rate Book illustrations that help you sell and sell big. 

7—Preferred disability for professional men and executives that is 
written by no other Company. 

8—Regular Disability and Double Indemnity. 

9—Preferred Risk Rating and Class A, B and C Ratings. 

10—Covering the entire field as no other Company covers it. 

11—Monthly Saving plan for employees in groups of five or more. 

12—Other helps such as no other Agency offers you and backed by a 
live General Agency Staff. 

13—If you want to sell the best and most popular Estate Contracts in 
the Field—Join the Chicago “I WILL” Agency. 


Brokerage Business Handled 


De FOREST BOWMAN 
AGENCY MANAGER 


BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd., Suite 637-649 CHICAGO 
Phone Harrison 8054 


Dr. S. S. Huebner, will give the closing 
address of the convention, a discussion 
of the general theme of the convention, 
“Raising the Standards of Life Through 
Life Insurance.” Professor Huebner, if 
he accepts the invitation, will, as all 
those who have heard him know, give 
a fitting climax to the entire program. 
Appeal to Average Underwriter 


The committee plans to have the con- 
vention appeal, not to the insurance spe- 
cialist alone, but to the average under- 
writer. Above all, it wishes the conven- 
tion to be a highly practical one, with, 
nevertheless, a considerable amount of 
inspirational influence. The idea of the 
committee is that the underwriter at- 
tending the convention, whether he | 


lives in a Main street town and writes | 


$150,000 a year, or writes millions of in- 
surance annually in one of the great 
cities, will, come away from the con- 


vention thrilled by a larger conception | 


of the meaning, purpose and _ possibili- 
ties of life insurance, and at the same 
time have a more effective technique in 


the practical selling of life insurance to | 


his clients. He will have a more whole- 
some conviction of his responsibility, 
not onlv to insure the lives of his pros- | 
pects, but to aid his clients with his ex- 
pert knowledge in seeing that the in- | 
surance money performs the function 
for which it was intended. 


Jewish Company’s Record 


The Jewish Insurance Company in 


Palestine, owned by the Judea Indus- | 


trial Corporation of New York, has 
completed its first year in business, with 
a record of more than $1,250,000 of in- 


surance written. 


ADVANCE RUSSIAN SUIT 


RULING IS AGAINST COMPANY 





New York Appellate Court Says It Is 
Not Necessary to Plead the 
Russian Law 








| NEW YORK, July 8.—By a decision 
| handed down in the test case of Slios- 
| berg vs. New York Life, the appellate 
| division of the state supreme court ad- 
| vanced the case of Russian citizens who 
| have been attempting to collect on poli- 
cies issued in pre- soviet Russia by 
American companies. The companies 
have refused to recognize the validity 
of these policies on the grounds that the 
soviet government first confiscated the 
reserves and assets back of them and is 
| now trying through individuals to make 
American companies pay a second time 
for what was taken away from them. 
In the last legislature a bill was 
| passed denying holders of policies pay- 
| able in rubles the right to sue for pay- 
|} ment in this state until thirty days after 
| the recognition of a de jure government 
|in Russia by the United States. This 
| law was recently held unconstitutional 
| by the courts. 


Question of Procedure 


The latest decision involved technical 
points of procedure and was based on 
a cross appeal from an order of the 
lower courts. Sliosberg asked reversal 
of that part of the order which granted 

(CONTINUED ON NEXT PAGE) 








SELLING COLLEGE ENDOWMENT INSURANCE 


LBERT ST. PETER of the Gierhart a 


is here giving a demonstration of the 


chased $1,000 of life insurance payable to 





gency of the Equitable Life of New York 
possibilities in college endowment insur- 


ance. Mr. St. Peter has just completed negotiations with the senior, sophomore and 
junior classes of Wells College at Aurora, New York, each member having pur- 


the Alma Mater as an endowment fund. 


This display shows some of the policies thus written. Mr. St. Peter has made a 











specialty of this class of insurance and recently placed a large amount on a similar 
plan for the school of pharmacy of the University of Pittsburgh. On somewhat the 
same basis he also wrote several hundred thousand on Charles L. Bernheimer through 
the New York Community Trust for the benefit of the international commercial 











arbitration work. 
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HAVE YOU MADE YOUR WILL? 


| Forceful Presentation of Value of Life Insurance in This Connection Shown 
in Recent Brochure Published 








By THOMAS W. BLACKBURN 
General Counsel, American Life Convention 


sesses property should make a will. 

Estates are more promptly and 
more economically settled when a proper 
will is presented for probate, than when 
the estate must be closed by administra- 
tion. 

A will duly made and properly exe- 
cuted, which means legally signed and 
witnessed, passes the property to desig- 
nated devisees, upon the death of the 
testator. No question of the rights of 
devisees or heirs arises by reason of con- 
flicting laws of descent under such a 
will, made when the testator is of sound 
mind and memory. 

A properly drawn testament, properly 
signed and witnessed, having in mind 
the special requirements and laws of des- 
cent of the domicile of the testator, is as 
nearly proof against legal attack as any 
instrument known to the law of prop- 
erty. 


Fr. cesses man and woman who pos- 


Purpose of a Will 


The purpose of the last will and testa- 
ment is to enable the owner of property, 
during his lifetime, to give direction for 
its disposition when he has passed out 
of life. Wills may be changed at any 
time, unless the testator in his lifetime 
has made an enforceable agreement, as 
to property which a change of will un- 
dertakes to repudiate. 

For a legal consideration a property 
owner can agree in writing to designate 
as a devisee any person with whom he 
wishes to contract, and the agreement is 
enforceable against his estate after his 
death. 

Such agreements should not be made. 
The wise testator will not make any 
promise to be carried out by a will. 
last will and testament may give rea- 
sons for naming devisees and bequests, 
but a good will is one that “gives, be- 
queaths and devises,” in terms which 


than 4 or 


the bequest. 


The | ceased or of the beneficiary as a general 


are so clear that no interpretation of | 


court counsel or executor is required. 
Nevertheless, some famous wills, drawn 
by great lawyers, have been successfully 
set aside by courts. 

There is one form of contract to be 
performed after death which is an ir- 
revocable will. It is a legal reserve life 
insurance policy. No court will desig- 
nate it as a testamentary instrument. No 
court action of any kind is required to 
carry out its terms. There are no am- 


RUSSIAN CASE IS ADVANCED 
(CONT’D FROM PRECEDING PAGE) 
dismissal of one cause of action on the 
grounds that it was insufficient. The 
company asked reversal of that part of 
the order which refused to dismiss the 
complaint on the grounds that the 
courts here lacked jurisdiction. On both 
points the company was ruled against 

by the court. 

The opinion of the court follows: 

“The defendant’s argument that the 
court has not jurisdiction is based prin- 
cipally upon a contention that any 
claims or suits that may arise under the 
present insurance are acknowledged by 
both sides as being subject to the juris- 
distion of the St. Petersburg courts 
only. We are of the opinion that it was 
intended to restrict litigants who desired 
to start action in Russia to the courts 
ot St. Petersburg, but it has been fre- 
quently held that the parties may not 
thus oust the courts of this state of 
Jurisdiction. Moreover, the maintenance 
of an action in Russia would involve in- 
surmountable difficulties of pleading and 
Proot. As to the decision that the sec- 








ond alleged causes of action are insuffi- | 


cient for failing to plead the Russian 
law, we are not in accord with the spe- 
cial term. An action to recover the 
consideration paid on repudiation of a 


contract is in character such as not to | 


require the plaintiff to invoke, for its 
Justification, any foreign law.” 


biguous words or sentences to be con- 
strued. The only facts required are 
death of insured and identity of devisee. 
No court costs, no lawyers’ fees, no ex- 
pense of any kind. 

By analogy the insured takes the po- 
sition of the testator, the beneficiary 
that of devisee and the legal reserve life 
insurance policy that of the last will and 
testament. Some people, who believe 
every person should make a legal will 
for probate, call the life insurance policy 
a second will. 

The analogy goes no farther, however, 
than is here stated. The insured or 
testator needs no legal counsel in pre- 
paring this form of will. The benefi- 
ciary or devisee in this form of will does 
not apply to any court for authority to 
accept its proceeds or bequest. 

The bequest, or proceeds, within 24 
hours after the beneficiary or devisee 





has submitted proofs of the death of the 
testator or insured, will be on its way to 
the beneficiary or devisee. Ordinarily 
the policy and proofs give the address 
of the beneficiary and a draft, payable to 


| the beneficiary, is the next and last step 


in the transaction. 

Have you made the life insurance will? 
If not, make it without delay. It is the 
safest, sanest and surest form in which 
a gift or bequest can be made or an es- 
tate created and conveyed. 

This requires a deposit of not more 
5 percent—usually 2% to 3 
percent—of the amount, the testator in 
a life insurance will wishes his devisee 
or beneficiary to enjoy. 

No tax collector cails for a share of 
No creditor of the de- 


rule, can garnish or attach the bequest, 
where dependents are beneficiaries. No 
delay, debate or court procedure inter- 
venes between death and payment of the 
bequest. 

Quick as human agencies can act, sure 
as a government bond, safe as safety it- 
self, the life insurance bequest does not 
wait for the assembled relatives to fig- 


| ure the patrimony each is to receive, the 
| hunt for the last will among the papers 





the appointment of an 
six months to two 
or even the 


of the deceased; 
administrator; the 
years for administration, 
funeral sermon. 
It is a self 
testament. 


executing last will and 


Testimonial for Ozkes 
2 


During the past year Mansur B. 
Oakes, president of the Insurance Re- 
search and Review Service, served as 
chairman of the program committee of 
the Indianapolis Association of Life 
Underwriters. In the opinion of many 
aoe this was the best year as to 

akers and featured meetings the as- 
cddetio n ever had, so it was decided to 
make of the final meeting in June a tes- 
timonial to the work of Mr. Oakes. 
Frank Jones, president of the National 
association and a member of the Indian- 
apolis association, took charge of the 
testimonial details and secured a hun- 
dred or more letters and telegrams from 
prominent life underwriters throughout 
the country which expressed apprecia- 
tion of Mr. Oakes’ high qualities of 
character and the assistance he is ren- 
dering life insurance salesmen through 
the assistance he is rendering life insur- 
ance salesmen through his I. R. & R. 
Service. These were bound in a suitable 
leather cover and presented by Mr. 
Jones to Mr. Oakes at the testimonial 
dinner. Mr. Jones presided over the 
testimonial part of the program and read 


excerpts from quite a number of the 
letters and telegrms. The Rilev room 
of the Claypool hotel was filled, about 


350 persons being present and a number 
of the local life offices closed from 
twelve to two o'clock so that emploves 
of the office could attend the meeting. 
































The Peoples 


Indiana wrote fifteen percent more business the 


Life Insurance Company of 


first five months of this year than during the 





corresponding period last year. The increase 
in writing has been made possible by helps from | 
the Home Office which our agents appreciate | 
and use. If you want to grow with a growing 
company and succeed in your territory, it will 


pay you to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company™ 


FRANKFORT INDIANA 


Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, lowa, California and Texas 






















































ROCKFORD 


The Market-Place of Northern Illinois 


In thirty years Rockford, Illinois, has grown from 23,000 
to 65,000 population. In the ten years between the 1910 
and 1920 census, it showed an increase of 44.6%. 


Such a record of continued rapid growth is equalled by few 
cities. A favorable natural location, excellent railroad 
facilities, a central position in a prosperous territory, have 
all contributed. 


Rockford is now ranked as the second industrial city of 
Illinois—the greatest industrial center outside of Chicago. 
Over a quarter million people live within a 30-mile radius ; 
its 16,000 families have over 24,000,000 deposited in Rock- 
ford banks. 


The right kind of a man, working under the helpful Register 
Life General Agency contract, “will find in Rockford and 
surrounding territory a fertile, productive field. 


We are ready to appoint a General Agent for Rockford. 


Write, in confidence 


Register Life Insurance 
Company 
Incorporated 1889 

DAVENPORT - - - . . 





1OWA 
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Few Men Fail Who Work 


Tue Nartionat Lire, U. S. A., has 
inaugurated a contest for July and Au- 
gust on the basis of the number of inter- 
views. The object is to get agents to 
work during the summer. President 
Rosert D. Lay takes the position that 
notwithstanding the so-called dull sum- 
mer months there is a lot of business 
to be had if the same effort is put forth 
as is done during other months. He 
calls attention to the fact that years ago 
September was the dullest month the 
company had in the year. It inaugurated 
a contest to bring out the reserve 
strength of the men, resulting in the 
month of September hitting a high rec- 
ord. Since then September has always 
been a good month. It goes to show 
that so-called dull months only exist in 
the mind and are not actually dull if 
systematic and consistent work is done. 

Life insurance officials generally agree 
that if a man of intelligence and good 
sense will work, he will succeed in the 
life insurance business. A few days ago 
W. W. Witramson, Chicago manager 
of the PHoenrx Mutvat Lire and for- 
mer president of the Cuicaco Lire Un- 
DERWRITERS ASSOCIATION, who had con- 
siderable experience in training men, 


was asked if he ever knew of a man 
failing in soliciting life insurance if he 
put in hard licks and labored the same 
number of hours a day that a clerk does 
in an office. Mr. WILLIAMSON said that 
he had never seen nor heard of a fail- 
ure as a life insurance salesman of really 
industrious habits. 

Some time ago the manager of the 
NationaL CasH RecisterR CoMPANY in 
one of the cities tried an experiment 
with a man. He instructed him to go 
to all concerns where cash registers 
could be used and simply inquire the 
name of the man who did the purchas- 
ing. He was then told to go to this man 
and say, “I represent the NATIONAL 
CasH RecisterR Company. Are you in 
the market for a cash register?” 

This was a rather crude approach, but 
the sales manager wanted to demon- 
strate that even with it a man could stir 
up prospects. This agent who had 
claimed that he could not make good 
soon found that his sales increased 
greatly. He was required by the sales 
manager to make a certain number of 
calls a day. It all goes to show that foot 
work in the right direction coupled with 
head work will win. 


No Need for the Summer Slump 


Tue NortHwesterNn Mutuar “Field 
Notes” says that many life agents take 
it for granted that there is a big slump 
in the summer time because so many 
people are away on vacations or the 
weather is hot. The company rightly 
says that if the state of mind is right, 
one thinks no more of the heat than he 
does of the cold and snow in winter. 
In fact many agents are beginning to 
realize that the best time to solicit busi- 
ness is during these so-called slump 
times. Rainy days, and, in fact, any 
time when,.it is stormy, are the best 
times to find people in. Business in 
many lines is not so brisk during the 
summer and people have more time to 
talk insurance. The NorTHWESTERN 
MuTUAL suggests some lines of business 
that are particularly active during the 
summer. It has this to say: 

“It has been discovered that the fol- 


Use of the 


THE insurance man who knows his as- 
surance or prospects well can frequently 
gain time by talking to them over the tele- 
phone. However, if the insurance sales- 
man is a stranger and unknown he often 
leaves a bad impression by using the tele- 
phone. The telephone is employed by 


lowing lines of business are above nor- 
mal in June, July and August; those in 
italics are enjoying peak months at this 
season; why not call on these lines: 
Creams and ices; labels and cartons; 
gasoline motors; automotive equipment; 


barn equipment; building materials; 
paints; automatic sprinklers; wearing ap- 
parel; petroleum products; lumber; 


plumbing and heating; wholesale gro- 
ceries; motor trucks; toilet goods; belt 
lacers; sash and doors; automobile tires; 
trunks and bags; oils; flavoring extracts; 
electric wire and furnaces; electric sup- 
plies; cans; roofing materials; brushes; 
cedar chests; rubber footwear; industrial 
chemicals; thread, machinery; overalls; 
advertising agencies; packers. 

“In view of the fact that so many 
lines of business actually exceed normal 
volume in the summer, how about this 
stuff ‘All my prospects are away!’?” 


Telephone 


wildcat stock salesmen who desire to un- 
load sour securities on people. They never 
make a call but endeavor to use pressure 
over the telephone. The telephone is an ef- 
fective instrument in business, but its use 
sometimes is unwise. It is a matter for 
care on the agent’s part. 














Gustaf Lindquist, president of the 
Travelers Equitable of Minneapolis, 
was decorated with the Order of the 
North Star by the crown prince of 
Sweden during his recent visit there. 
The honor was bestowed in recogni- 


tion of Mr. Lindquist’s efforts in be- 
half of the Swedish people in this 
country. It was the second time he 


had been decorated by Sweden, the Or- 
der of Vasa having been bestowed on 
him some years ago. Mr. Lindquist was 
summoned to the home of Secretary of 
State Kellogg and there he was greeted 
by the prince, who in a few words con- 
ferred on him the gold star emblematic 
of the high honor. 

Mr. Lindquist began his career as a 
laborer. Then he became a worker in 
a shoe factory at St. Paul and while 
in this capacity began selling life insur- 
ance on the side. He made such a 
success of this that he soon gave all 
his time to the work. He served as in- 
surance commissioner of Minnesota, go- 
ing with Travelers Equitable on his re- 
tirement from that office. 

President O. J. Arnold of the North- 
western National Life visited the com- 
pany’s Cincinnati office last week. John 
B. Keena is general agent in the city. 
He has been very successful in getting 
the Northwestern National Life intro- 
duced to Cincinnati. 

Harry L. Seay, president, and Clar- 
ence Linz, vice-president of the South- 
land Life of Dallas, are officers of the 
American Rio Grande Land & Irrigation 
Co. which grew the season’s first bale 
of cotton to be sold in Dallas. The 
bale, which weighed 455 pounds, was 
auctioned on the floor of the Dallas 
Cotton Exchange for the benefit of the 
Community Chest and was sold to the 
Valley Gin Company of Mercedes for 
$1,500, including a premium of $450 
offered by the Dallas Cotton Exchange. 


N. H. Walt, manager of the Illinois 
state agency of the Ohio National Life, 
found his desk covered with flowers as 
a tribute from his office force and his 
local Springfield agency when he ar- 
rived at his office one morning last 
week. Mr. Walt became manager of 
the agency in September, 1925, and for 
the first 10 months, ending June 30, the 
production of the agency was $1,100,000. 
To obtain such a volume in the first 10 
months after the company had entered 
the state is a feat worthy of the tribute. 


Otis P. Grant, actuary of the Life & 
Casualty, is back on the job after spend- 
ing a month touring the east by auto- 
mobile, on his honeymoon. On June 1, 
Mr. Grant was married to Miss Mizella 
Burton, a daughter of A. M. Burton, 
president of the Life & Casualty. 


Wilfrid Whaley Mack, vice-president 
and editorial manager of the “Weekly 
Underwriter” of New York, died at his 
home at Upper Montclair, N. J., last 
week. He was 48 years of age. Fu- 
neral services were held at his home 


Friday. Mr. Mack is survived by 
widow, Besse Kendall Mack. His 
brother, L. Alexander Mack, is presi- 


dent of the “Weekly Underwriter.” 
There was no insurance newspaper 
man in the country better known or 
better liked than “Bill” Mack. He had 
been in newspaper work all his life, 
having had experience in the daily news- 
paper field. For some time he was con- 
nected with the news department of the 
“Insurance Field” at Atlanta, Ga., and 
later at Chicago. He attended most of the 
large conventions and aside from news 
gathering he was versatile with his 
camera. Mr. Mack particularly enjoyed 
the meetings of the insurance commis- 
sioners. He was a prime favorite with 
the state officials. Mr. Mack knew in- 
surance news, he had the faculty of put- 
ting it in an attractive setting and he 
wrote educational and inspirational con- 





tributions for his paper that were well 
worth while. At conventions and ban- 
quets Mr. Mack often contributed to 
the entertainment end by writing paro- 
dies and hits that were delightfully 
clever. 

Mr. Mack was born in Ithaca, N. Y,, 
in 1879. Following his graduation from 
Cornell he joined the reportorial staff 
of the New York “Sun.” Aside from his 
wife and brother, his mother survives. 
The representatives of the insurance 
papers in New York held a meeting 
Thursday of last week and adopted a 
tribute to Mr. Mack. 

Mr. Mack was afflicted with cancer, 
A few weeks ago an attempt was made 
to operate on him but it was found that 
an operation would be useless. 

The funeral services were conducted 
by Rev. Thomas Travis of the Wat- 
chung Avenue Congregational Church 
and the Rev. T. B. Douglas, assistant 
pastor of the Union Congregational 
Church of Upper Montclair. The pall- 
bearers were S. Herbert Wolfe, the New 
York actuary; H. N. Kelsey, United 
States manager of the London & Scott- 
ish Fire; C. W. Pierce of the America 
Fore organization; B. P. Holmes of the 
Hooper-Holmes Bureau, W. S. Craw- 
ford of the “Journal of Commerce,” and 
Charles F. Howell of the “Weekly 
Underwriter.” 


. F. Oates of Hobart & Oates, gen- 
eral agents of the Northwestern Mutual 
Life of Chicago, has gone abroad ac- 
companied by Mrs. Oates and his son, 
Whitney J. Oates, who recently gradu- 
ated from Princeton with very high 
honors. 

Clarence N. Anderson and Mrs. An- 
derson of Des Moines sailed Saturday 
for a two months’ tour in Europe and 
will visit England, France, Germany 
and Norway. Mr. Anderson is general 
agent of the New England Mutual Life 
in Iowa and South Dakota. 


Luther B. Little of New York, head 
of the literary department of the Metro- 
politan Life, made the Associated Press 
dispatches last week due to his accident 
on the golf links at Scarsdale, N. Y. 
Mr. Little fell on the course. He had a 
golf ball in his hip pocket and his leg 
was fractured. The Associated Press 
dispatch had a touch of humor in the 
story, stating that Mr. Little evidently 
carried something else on his hip than 
a flask. 


W. H. Wright, president of the Mam- 
moth Life & Accident of Louisville, one 
of the successful Negro companies of 
the country, died at his home there last 
week. He was also president of the 
American Mutual Savings Bank and 
the Mammoth Realty Company of 
Louisville, both owned and eperated en- 
tirely by Negroes. He was regarded as 
one of the most interesting characters 
in Louisville. He arrived in that city 23 
years ago, practically penniless and 
among strangers. At the time of his 
death he was said to have had prop- 
erties in that city valued at more than 
$100,000, in addition to his holdings in 
the three companies, for all of which 
he had provided the main financial back- 
ing. He was a graduate of Simmons 
University, where he won high honors, 
and was regarded as one of the leaders 
of ‘his race. 


Earl K. Townsdin, for 11 years dis- 
trict manager for the Metropolitan in 
Kansas City, Mo., has resigned that 
position to become vice-president of the 
Federal Trust Company in this city. 
Mr. Townsdin has been connected with 
the Federal Trust Company for several 
years in an indirect way, and desiring 
to retire from the strenuous activity of 
the insurance business, he accepted the 
offer of the bank to become an officer. 
Mr. Townsdin has lived in Kansas City 
for 27 years, 17 of which were spent in 
the service of the Metropolitan, for 11 
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years as district manager. He has 
served as a member of the city council 
and has been president of the East Side 
Insurance Service and a director of the 
Union State Bank. Mr. Townsdin is 
also a director of the Mansfield Land & 
Loan Company and a director of the 
Monarch Storage & Transfer Company. 


J. W. H. Fisher of Fargo, general 
agent for the eastern half of North 
Dakota for the Montana National Life, 
is able to take up his duties after an 
illness of six months. Mr. Fisher went 





to Fargo from Great Falls, Mont., about | 


the first of the year when the state was 
divided by the company and has been 
ill most of that time. 


George I. Cochran, president of the 
Pacific Mutual Life, celebrated the com- 
pletion of his 20th year as the executive 
head of the company June 29 at a dinner 
given in his honor at the home of Miss 
Ethel J. Hardie in Los Angeles. 

The anniversary was attended by 15 
of the chief officers of the company, in- 
cluding Lee A. Phillips, executive vice- 
president, and R. J. Mier, vice-president 
and oldest employe of the company, 
having been connected with it for 45 
years. Miss Hardie, hostess of the 
party, is an assistant secretary of the 
Pacific Mutual and a cousin of Presi- 
dent Cochran. Employes of the com- 
pany presented Mr. Cochran with a huge 
“birthday” cake, a perfect replica of the 
Pacific Mutual building. The confection 
was baked in the company’s kitchen by 
the chef who daily supervises the fur- 
nishing of free luncheon to its 800 home 
office employes. 

T. W. Blackburn, secretary and coun- 
sel of the American Life Convention, 
left for Denver July 5 to attend the an- 
nual meeting of the conference on uni- 
form laws of the American Bar Associa- 
tion which convenes one week in 
advance of the annual meeting of the 
association, which meeting Mr. Black- 
burn will also attend. 

Mr. Blackburn is a member of the 
conference on uniform state laws by 
appointment of the governor of Ne- 
braska and was a member of the execu- 
tive committee of the American Bar 
Association for three years. He was 
also a member of the committee on in- 
surance law for a number of years. 


C. A. Stupplebeen, general agent for 
the Union Central at Glen Falls, N. Y., 
started his 40th year in the service of 
his company on June 19th of this year. 
His contract is dated 1887. He cele- 
brated the date by writing a substantial 
policy. His record in writing old policy- 
holders is truly remarkable, for it is the 
source of 75 percent of his business. He 
is a Mason, a Knight of Pythias, an Elk 
and a lover of sports, particularly 
fishing. 
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NAMED EASTERN SUPERVISOR 





Louis Foster, Formerly With Travelers, 
Takes New Post With the 
United States Life 





NEW YORK, July 8.—Louis Foster, 
formerly of the Travelers, has been ap- 
pointed by the United States Life as 
eastern supervisor of agents, his ter- 
ritory embracing New York, New Jer- 
sey of Pennsylvania. Born in Boston in 
1890 and educated in the village schools 
of Vermont, Mr. Foster entered the in- 
surance business after his graduation 
from Dartmouth College in 1913 and 
has gained many years’ experience 
working among agents, chiefly in cas- 
ualty lines here, in Chicago and New 
England. 

At the end of the first half of the busi- 
ness year the United States Life re- 
Ports great progress and success. Since 
February there have been steady 
monthly increases in the amount of out- 
Standing insurance. Assets have in- 
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He wont say 
that 


He won’t say—“Not interested” if 


. 


you have preceded 
your call by a series 
of thought provoking 
letters. 


He won’t say—“I can’t see your 


proposition,” if you 
have illustrated your 
service at work by 
the use of graphic 
pictures. 


He won’t say—‘I want to think it 


over, —your 
“straight-to-the- 
point” letters have 
made him think it 
over before you call. 


These are a few of the time-wasting 
objections that are overcome by the 
effective circularizing system of The 
Lincoln National Life. 
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The 


Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character’”’ 


Lincoln Life Building Fort Wayne, Ind. 
More Than $425,000,000 In Force 
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the last word in up to date accident 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 


H. G. B. ALEXANDER, President 
CHICAGO, ILLINOIS 














able gain in surplus. 


A. E. Wyatt 





The agency 
State Life. 
known in St. 


represents 


Mr. Wyatt is very 


Louis Life Underwriters Association. 
. 


G. U. Silzer 





western Iowa and 
braska. 
quarters in 


Sioux City, Ia. Mr. Silzer is well known 


years, and he was formerly district man- 
ager there for the Equitable Life of New 
York. 








A. S. McKellar 


A. S. McKellar has resigned his posi- 
tion with the Mutual Life of Illinois un- 
der the Hooker agency at Vandalia, IIl., 
and to become assistant state agent to 





Mr. McKellar has been in the life bus- 
iness for several years and is considered 





one of the high grade personal pro- 
ducers of southern Illinois. 
Many Appointments Made 
Recent agency appointments of the 
Bankers Life of Nebraska are Jack 
Friedlander, district agent, St. Louis; 


Ben Katz, general agent, St. Louis; C. C. 
Bingaman, district agent, Cedar Rapids, 
Ia.; Harry B. Smith, general agent, 
Muskegon, Mich.: L. K. Saum, Emmet, 
Ida.; E. R. Danielson, general agent, 
Lincoln, Neb. 


J. J. Latendresse 




















GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. GREENWOOD, President 








Attractive agency contracts direct with the Home 
Office ; 

A splendid line of policies, to meet all emergencies 
from birth to death, at low rates; 

Complete Home Office co-operation. 








GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


HOUSTON, TEXAS 














Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured, which 
average about 50% of the total. It is further evidenced by 
the fact that under 46% of the policies becoming claims, the 


insured carried no other insurance. 

; A National Life Contract offers the opportunity for increased 
earnings through selling more insurance to more people. Top contracts available in 
choice territory. 


National Life Association - 





Des Moines, Iowa 

















Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J. C. MAGINNIS, President J. N. WARFIELD, Jr., Secretary-Treasurer 
J. BARRY MAHOOL, Vice-President DR. J. H. IGLEHART, Medica] Director 














J. J. Latendresse has been appointed 
St. Paul manager for the Great West 
Life, with offices at 719 Pioneer build- 
ing. Mr. Latendresse was formerly with 
the Metropolitan Life. 





Minnesota Mutual Appointments 


H. J. Cummings, assistant agency di- 
rector of the Minnesota Mutual Life, 
who has been working in Ohio for 
some time, has named M. A. Jacob as 
general agent at New Washington in 
that state. J. D. Waite has been named 
agent at Cedar Rapids, la. 

Howard Blanton, eastern manager of 
the Minnesota Mutual, has appointed 
Charles de Forest general agent at 
Charleston, S. C., and J. G. De Vault 
at Emory, Va. 





Fred S. Baxter 
Fred S. Baxter, who has been con- 
nected with the John Hancock Mutual 
Life both at Buffalo and Rochester, 


creased and there has been “a Consider- 


A. E. Wyatt has taken charge of the 
life insurance department of the Weis- 
senborn & Reynolds general insurance 
agency, Pierce Building, St. Louis, Mo. 
the Volunteer 
well 
Louis life insurance cir- 
cles, being a vice-president of the St. 


The Equitable Life of Iowa has ap- 
pointed G. U. Silzer agency manager in 
charge of business expansion in north- 
northeastern Ne- 
Mr. Silzer will occupy head- 
the Davidson building at 


in Sioux City, having lived there for 15 


N. H. Walt for the Ohio National Life. | 





N. Y., has been appointed general agent 
at Rochester, succeeding Augustine B, 
Booth, who has resigned but will con- 
tinue his association with the agency 
doing personal work. 


Charles S. Caldwell 
Charles S. Caldwell, formerly with the 
Kansas City Life at Oklahoma City, 
was appointed Oklahoma manager for 
the Jefferson Standard Life, effective 
July 1. Mr. Caldwell entered the life 
insurance field nine years ago, stimu- 





lated with the ambition to earn his way 
through the university. This he accom- 
plished through life insurance uwunder- 


writing, completing his course and get- 
ting his degree from the University of 
New Mexico. Two years ago he went 
to Oklahoma City to join the Kansas 
City Life. He is also a graduate of the 
New York life insurance school. In his 
new capacity he succeeds H. E. Moen, 
who was transferred as state manager 
for Minnesota. 





E. C. Herman 


E. C. Herman, formerly of Baltimore 
and Washington, has been placed in 
charge of the home office agency of the 
Inter-Southern Life. Mr. Herman for- 
merly represented the Mutual Life of 
New York and the Travelers. He has 
been a large producer. The announce- 
ment of his new appointment states that 
he led the agency forces of both the 


| Mutual Life and the Travelers. 








F. E. Lelaurin 


Fred E. Lelaurin has been appointed 
agency supervisor for Hart & Eubank, 
general agents of the Aetna Life in New 
York City, effective Sept. 1. 

Until Feb. 1 Mr. Lelaurin was super- 
intendent of agents for the Little Rock, 
Ark., agency of the Mutual Life of New 
York. He began his insurance career 
in Pine Bluff under H. L. Remmel, who 
then was manager of the Mutual Life 
in Arkansas. Before entering the insur- 
ance business he was with the Simmon 
National Bank of Pine Bluff, where he 
was born. 





J. A. Rosen and George Ainslie 


Rev. J. Abraham Rosen has resigned 
as pastor of a Baptist church in Bristol, 
Va., to become district agent there for 
the Penn Mutual, working under the 
Richmond general agency of Diggs & 


Cary. In addition to the city of Bristol, 
his territory includes several outlying 
counties. 


Diggs & Cary also announce the addi- 
tion of George Ainslie, former mayor ot 
Richmond, to their staff. He will work 
out of the Richmond office as a special 
representative. 


B. E. Coomes 
Snyder Brothers general agency 0! 
Louisville, Ky., has secured the services 
of B. E. Coomes as special agent in its 
life department. Mr. Coomes has had 
20 years’ experience in life insurance. 
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RAN UP FINE JUNE BUSINESS 





Detroit Life Reports Record Produe- 
tion in Its Home State—Company 
Much Encouraged 





Homer Guck, assistant to the presi- 
dent of the Detroit Life, reports that 
the June production of its agents to- 
taled $4,135,895 of new business. This 
is believed to be a record production for 
any life company in Michigan. It brings 
the total of new business written by the 


the first six months as compared with 
$11,762,000 for the same period in 1925. 


a special campaign in honor of Presi- 
dent M. E. O’Brien. It is the largest 


single month’s production ever made by 
the Betroit Life agents, and compares 





with the June campaign of 1925, when 


| the production was $3,300,000. 


“Business conditions throughout 
Michigan and in Detroit in particular, 
never were so satisfactory as at pres- 
ent,” said Mr. Guck. “Our June record 











|and the record of our company so tar 


‘ 


Detroit Life agents up to $14,580,744 for | Upper Peninsula, wrote a total oi 


this year, simply are symbolic of Mich- 
igan business and industrial advance- 
ment progress. Other companies report 
unusually large writings. 

“There are a few facts relative to i” 
dividual successes which will be inter- 
esting to all life insurance men. \Vil- 
liam D. Kelley, one of our agents in = 


applications. This record was exceeded 


| by Arthur A. Koch of Detroit with 43, 





The June production was the result of | and Leslie B. Eby of Detroit with 41. 


Louis Norman and E. A. Rosenberg, 
both Detroit men, headed the list w ith 
a total of $400,000 each. These are the 
two largest single month personal pro- 
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duction records of any representatives 
of our company. The total production 
of the Fishman agency was $1,707,000. 
This record is all the more remarkable 
because the chief of the agency, Vice- 
President Morris Fishman, now is in 
Europe.” 





New “Twisting” Case Up 
Another “twisting” hearing has been 
scheduled by the Michigan insurance 
department for July 15, Albert Neuling, 
a Detroit agent for the Guarantee Fund 
Life, having been cited by Commis- 





Policy Structure will be handled by 
Stewart D. Marquis, supervisor of the 
Provident Mutual Life at Chicago. 
Dr. Roy L. Davis will have charge 
of the Psychology of Salesmanship. Dr. 
Davis is director of field training for the 
Continental Assurance. R. Brice Waters, 
who is engaged in agency work with 
the Penn Mutual, will have charge of 
the Science of Selling Life Insurance. 
Case Analysis will be handled by Free- 
man N. Stricklin of the Aetna Life. 
Russell S. King, who is a graduate 
of the original Carnegie course, and who 





sioner Hands on complaint of a Lansing 
couple. According to information vouch- 
safed by the complainants, Mr. and Mrs. 
William E. Racine, Mr. Neuling tried | 
to persuade them that their policies in 
the American Life were not as safe 
as Guarantee Fund Life policies and 
that the Michigan company was not as | 
strong as the carrier he represented, | 
urging that they cancel their old policies | 
and take new ones through him. 





Plans for Akron Sales School 


Further announcement has been made 
in regard to the plans for the Life In- 
surance Training School to be conducted 
at Akron, O., Aug. 2 to Sept. 30, with 
Dr. Charles J. Rockwell in charge. Dr. 
Rockwell himself will handle the two 
subject of Functions of Life Insur- 
ance and Life Insurance Salesmanship, 
on which he is an outstanding authority. 





was an instructor in the St. Louis, Buf- 
falo and Houston terms, will have charge 
of Insurance Programs. 


Good Record by Lehman 


Alvin J. Lehman began his life insur- 
ance career May 10, 1926, under General 
Agent Charles J. Stern of the Union 
Central at Cincinnati. Since that time 
and up until the end of June he wrote 
36 lives for $312,000, of which $196,000 
has been settled. This is a remarkable 
record for a new man in the business, 
but what is of greater significance is 
that this has been accomplished in the 
face of a most discouraging start. His 
first three applications were rejected. 








Equitable Ohio Meeting 


Ohio agents of the Equitable Life of 
New York will convene at Cedar Point 
July 28-30. 
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NEBRASKA AGENTS BANQUET 
Mutual Life of New York Men Gath- 
ered at Lincoln Last Week for 
Inspirational Session 





LINCOLN, NEB., July 7.—Address- 
ing a group of district agents and field 
men of the Mutual Life of New York 
at a dinner here last week, G. E. Sattem, 
general agent for Nebraska, advised his 
men to stick close to the ordinary life 
policy. He said that he felt that many 
salesmen overlooked opportunities for 
closing contracts by becoming so ab- 
sorbed in the program or policy they 
were attempting to fit what seemed to 
be the prospect’s needs that they failed 
to sense what is going on in his mind. 
Mr. Sattem said that the experience 
of every successful insurance salesman 
is proof that no man in the field need 
be contented with earning $3,000 and 
$4,000 a year. It rests with every man 
who can sell insurance at all and who 
will work faithfully whether he increases 
that to $10,000 and $15,000 a year. 

The Mutual Life now has contracts 
with 200 agents in Nebraska, and thor- 
ough organization has resulted in dou- 
bling the production for the first six 
months of 1926. Paid-for insurance on 
the annual basis for June was $422,709, 
out of a total of $800,000 applied for. 
The total paid-for insurance for the six 
months is $2,556,000, or within $32,000 
of the total for 1925. Applied for busi- 
hess since Jan. 1 is $4,910,000. 

Ray Davis, manager of the Lincoln 
district agency, was host at the dinner. 
In the program that followed various 
agents discussed the various policies 
sold by the company and methods of 
salesmanship. Addresses were made by 
W. S. Kortright, H. Moore, Julius Gil- 
bert, W. O. Jellison, superintendent of 
agents, E. Fannin Hale, cashier at the 
general agency, Henry C. Harper and 
Harry L. Reed of the Lincoln staff. 





Agency Held Convention 


Combining business with pleasure, 50 
or more associates of the central Illinois 
agency of the Massachusetts Mutual 

ife assembled in Peoria recently for 
the annual convention. Talks by various 
agency associates on the subject of gen- 
eral interest made up the program, which 
was followed by the takmg of a group 
Photograph and the luncheon with Gen- 
tral Agent Fischer as host. Fritz A. 








Lichtenberg, general agent at Colum- 
bus, O., was the honor guest and gave 
an inspiring address on the topic “Our 
Company.” The annual baseball contest 
was staged after luncheon and in the 
evening a dinner was given all guests 
by General Agent Fischer. The agency 
reported a total of $423,000 delivered 
business for June, the largest June pro- 
duction on record. 





Report on Wisconsin State Fund 


The Wisconsin state life fund, con- 
ducted under the supervision of the 
commissioner of insurance, makes the 
following showing for the past six 
months: Number of policyholders, 825, 
an increase of 74; insurance in force, 
$880,050, an increase of $136,250; pre- 
miums collected, $14,405.82, with ad- 
mitted assets July 1 of $159,693. A re- 
fund or dividend of 19 percent was also 
paid to policyholders. By reason of the 
amendment enacted at the last session 
of the legislature, the fund is now per- 
mitted to issue policies up to $4,000. 





Write Million in June 


The Madden agency at Milwaukee, 
general agent in Wisconsin for Kansas 
City Life, has been advised by the home 
office that the agency force wrote more 
than $1,000,000 of business in Wisconsin 
in June, one of the biggest records of 
production in the history of the agency. 





Grinnell Agent Is Leader 


John C. Martin 4f Grinnell, Ia., dis- 
trict manager of the New England 
Mutual Life, has been awarded a prize 
for writing the largest volume of busi- 
ness and the greatest number of appli- 
cations of any New England Life agent 
in Iowa or South Dakota in June. Mr. 
Martin was one of two agents selected 
by his company from Iowa to take a 
special course at the home office. 


Agency Making Progress 

The Samuel Heifetz agency of the 
Mutual Life of New York in Chicago 
paid for almost $1,000,000 in June and 
expects to pass the $1,000,000 mark in 
July. The agency is first among the 
Chicago agencies in percentage of paid 
business to the quota assigned. Its busi- 
ness is growing rapidly and the addi- 
tional office space taken on last month 
has already been filled by new men, 
whose production will aid in establish- 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—20 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
proposition. 




















Wilmer L. Moore, 
PRESIDENT 

















COMPLETE COVERAGE 
FROM A SINGLE SOURCE 





Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 
One Company One Correspondent One Contract 
i 40 Popular Life Forms 7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 

















If If 

Territory does make a difference You are a producer 
If If 

Close co-operation is necessary You believe in yourself 
If If 

A friendly interest is needed You want a REAL job 


Write or wire 


S. M, CROSS, President 


OLUMBIA* LIFE 


INSURANCE COMPANY 
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Empire Mutual 


Life Insurance Company 
of the United States 






Home Office 
KANSAS CITY, MISSOURI 








EXECUTIVE OFFICES 
1700 I Street, N. W., Washington, D. C. 
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If You Have Knocked the “T” Out of “Can't” 


WE CAN (1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
GIVE (3. Your beneficiary a renewal pension. 


““LA FAYETTE LIFE 


LA FAYETTE, INDIANA 











ing the office over the $1,000,000 mark. 
James A. Grizzard has made a connec- 
tion with the Heifetz agency and the 
large volume of life insurance created 
through the Grizzard office will make a 
notable addition to the agency produc- 
tion. 





Write Big Group Lines 


Five large group insurance policies 
were written in Kansas City by the 
Equitable Life of New York the last 
day that group insurance could be writ- 
ten on a firm or local association. The 
policies were for the Kansas City Live 
Stock Exchange, the Kansas City Live 
Stock Traders Association, the Kansas 
City Hay Dealers Association, the 
American Sash and Door Company Em- 
ployes Association, and the Kansas City 
Missouri Postal Supervisors Association. 
The five policies include approximately 
1,000 lives, and total about $7,000,000. 
The Kansas City Live Stock Exchange, 
the Kansas City Live Stock Traders 
Association and the Kansas City Hay 
Dealers Association had wanted such in- 
surance for several years, but the ruling 
that group insurance could not be writ- 
ten on associations of independent per- 
sons had prevented. In June only could 
such insurance be written. 





Complete Kansas Code 


TOPEKA, KAN., July 7—The final draft 
of the tentative insurance code for Kan- 
sas is being compiled this week. The 
code commission has completed the edit- 
ing of the final draft as it will be pre- 
sented to the representative of the com- 
panies and the public. As soon as the 
copies can be made following the ad- 
journment of the commission the repre- 
sentatives of each group of insurance 
companies which appeared before the 
commission in the hearings last winter 
will be supplied with a copy. The Kan- 
sas attorney general, as the representa- 
tive of the public, will also be given a 
copy and invited to appear in the later 
hearings. It is proposed that in August 
the commission will hold numerous hear- 
ings at which the representatives of the 
companies and the attorney general will 
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NOW OPEN 


Write to 


Francis L. Brown, Secretary. 
ROCKFORD, ILLINOIS 


ROCKFORD LIFE INSURANCE COMPANY 
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emale Insurance without restrictions 
Annual Dividend—non-participating 
' Sub-standard Insurance 











H. B. HILL, President f HOME OFFIC 
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EDUCATIONAL COURSE 


helps our Salesmen 


LIFE 
ACCIDENT 
HEALTH 


MUTUAL LIFE OF ILLINOIS 


AN OLD LINE LEGAL RESERVE COMPANY 
F. M. FEFFER, Vice-Pres. and Agency Director 





appear and make any suggestions or 
criticisms which they desire to offer 
relative to the tentative code. In Sep- 
tember and October the commission wil] 
draft the final code in the light of what- 
ever suggestions or criticisms may be 
offered. 





Topeka an Insurance Center 


TOPEKA, KAN., July 7—Topeka peo- 
ple were surprised last week when the 
Rotary Club held a meeting to which it 
invited the presidents or other officers 


of each insurance company having its 
home office in the city. There were 21 
separate companies represented at the 


meeting. Some of the companies may 
not amount to so very much but there 
are several which are well known in 
many states and have a large business, 
It was said that only two cities of the 
country have more insurance company 
home offices than does Topeka. These 
are Des Moines, which tops the list, and 
Hartford. 








| THE SOUTHERN STATES 














LAPSE OF NOTE VOIDS POLICY 


North Carolina Court Holds Payment 
by Worthless Check Was Not 
Payment 





Failure of insured to pay premium 
note held to render policy void. Giving 
of worthless check in payment of prem- 
ium note held not to constitute pay- 
ment. In Hayworth vs. Philadelphia 
Life, supreme court of North Carolina, 
130 S. E. 612, the first annual premium 
on a life policy was paid in advance. 
When the second annual premium be- 
came due the insured paid part of it in 
cash, and delivered three premium notes 
to cover the balance of the premium. 
These notes contained the following 
stipulation: 

“That, if this note is not paid at its 
maturity or at the expiration of any 
period to which it shall be extended, the 
insurance contract shall lapse, and all 
further liability of the Philadelphia Life 
on account of said contract shall im- 
mediately cease and determine.” 

Thereafter the insured failed to pay 
one of the premium notes when it be- 
came due, but gave a post dated check 
in payment thereon. When the post 
dated check became due it was pre- 
sented, but the bank refused to pay it 
because of insufficient funds. The in- 
sured was notified of this and was noti- 
fied that because of the non payment of 
the note the policy had lapsed by virtue 


“of the provision noted thereon and the 


provision provided in the note. 

The insured died before the note in 
question was paid. On this state of 
facts the court held that the default in 
payment of the note rendered the policy 
void and also that a worthless check is 
not a payment. 


Indianapolis Life Texas Meeting 
The S. Y. Matthews & Son state 








agency of the Indianapolis Life had a 
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sales conference for their entire force, 
field and office, at Dallas recently, which 
culminated with a banquet and program 
of speeches on life insurance and its 
kindred subjects. During the confer- 
ence, numerous interesting addresses 
were made, those of B. T. Childress of 
the Bankers’ Life, from Terrell, and 
W. D. Foster of the Northwestern Na- 
tional Life, Austin, being well received. 





Hammond Agency Manager 


A. H. Hammond, who has been gen- 
eral agent for the Cotton States Life 
of Nashville, Tenn., in Nashville, has 
been appointed agency manager for the 
company. Mr. Hammond has been a 
large personal producer. In 1925 his 
personal production amounted to $1,360,- 
000. In June, 1924, he made a world’s 
record in business written for one month, 
He wrote 180 applications during the 
month. There was no term insurance 
included in this business. It was all 
on an annual basis and he received a 
check with every application. Up to 
this date not one of those policies has 
been lapsed. Mr. Hammond has been in 
the life insurance business since 1917. 
He represented the Phoenix Mutual Life 
at Nashviile from 1917 to 1920 and was 
with the Travelers from 1920 to 1924. 





Life Men Aid Community Drive 


Richmond, Va., life men took an ac- 
tive part in a “forward movement” drive 
staged under the auspices of the Rich- 
mond Chamber of Commerce for the 
purpose of raising $225,000 to advertise 
the city and to help get new industries. 
At the conclusion of the drive it de- 
veloped that the quota of that amount 
had been over-subscribed by nearly 
$25,000. Among the life men who gave 
liberally of their time and energy to 
make the drive a success were these 
general agents: Charles B. Richardson, 
Massachusetts Mutual; E. Mulford 
Crutchfield, Equitable of New York; T. 
Garnett Tabb, Travelers; John C. 
Goode, State Mutual; Ralph P. Harri- 
son, Union Central. Both the Atlantic 
Life and the Life Insurance Company 
of Virginia subscribed $1,000 toward the 
fund. The Home Beneficial Association 
also contributed an equal amount. 





Suspend Agent’s License 


Commissioner Saufley of Kentucky 
has suspended the agency license of W. 
T. Hines, Bowling Green, Ky., for 30 
days. About two weeks ago a hearing 


brought by the Commonwealth Life 
and ah, Life, which stated 
that Mr. Hines had made detrimental 
and false statements regarding the 
financial worth of the companies, and 
had divided commissions with another 
person who was not licensed as an 
agent in violation of the state laws. Mr. 
7 is an agent of the New York 
ife. 





Lacy to Visit Texas 


O. J. Lacy, second vice-president in 
charge of agencies of the Minnesota Mu- 
tual, expects to make a tour of the com- 
pany’s old established general agencies 
in Texas during July. He also expects 
to establish new agencies. 


John Hancock in Alabama 


The John Hancock Mutual has en- 
tered Alabama. Jay Smith has been 
appointed general agent with head- 
quarters at 852 Brown Marks building, 
Birmingham. 


Harrison Rotary Club Speaker 


J. J. Harrison, vice-president of the 
Home Life, spoke on “Reciprocity in 
Business” at a luncheon of the Little 
Rock Rotary Club. Mr. Harrison de- 
fined reciprocity as “giving and taking,” 
and said that while it is desirable in 
business, it often is not practiced in the 
true sense of the word. 





Kentucky Tax Receipts Higher 


FRANKFORT, KY., July 7—Kentucky 
will collect from insurance companies 
over $100,000 more in taxes and licenses 
for the fiscal year ending June 30, 1926, 
than ever before. This statement is 
made by Commissioner Shelton M. Sauf- 
ley. The exact figures are $97,519, but 
there are $5,000 in checks on hand that 
must be turned over to the state treas- 
urer, which should have been allowed 
for this year. The cost of operating 
the insurance department for the past 
12 months has been reduced $5,000. The 
expenditures for the last fiscal year are 
$43,076, as compared with $48,181 the 
preceding year. 





Digest of Arkansas Laws 


LITTLE ROCK, ARK., July 7—A new 
digest of the insurance laws of Arkansas 
has been compiled and published by the 
department of insurance and revenues. 
The work of compilation was done by 
Bullion & Harrison, local insurance at- 
torneys, who were commissioner and as- 
sistant commissioner, respectively, of the 
state insurance department for several 
years prior to its consolidation with 
other departments under the present 
name. 





was arranged at Louisville on charges 
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CAMPBELL IS NOW PRESIDENT 





Many Sales Talks at Pacific Mutual 
Agents’ Convention—Announce 
Orphan Support Plan 





COLORADO SPRINGS, July 7.— 
At the concluding session of the Big 
Tree Club of the Pacific Mutual Life 
held here last week, L. G. Campbell of 
Oakland, Cal., was elected president, the 
other officers named being as follows: 
Thomas H. Wall, Ashland, Ky., first 
vice-president; W. W. Averett, Jr., 
Lynchburg, Va., second vice-president; 
Miss Nellie Parr, Los Angeles, secre- 
tary-treasurer. The officers of the Big 
Tree Club are not elected on the basis 
of volume of business produced, but are 
elected from the floor at the sessions of 
the Big Tree Club. 


Many Sales Talks 


At the concluding session of the club, 
John G. McGuire of Logan, W. Va., 
spoke on “Selling in Rural Communi- 
ties,” pointing out that.a conclusive sell- 
ing argument was “Mr. Prospect, life 
imsurance affords you an opportunity to 
accumulate an adequate estate on long 
terms and small payments.” Thomas P. 
O’Connor, general agent at Des Moines, 








discussed the merits of blotter adver- 
tising and blotter selling, explaining the 
plan whereby he makes a systematized 
distribution of blotters to 1,600 prospects 
a month. Mr. O’Connor said that he 
confines the distribution of these blotters 
to such buildings as house offices for 
lawyers, doctors, architects and those 
who are in a position to afford ample 
protection. Joseph M. Gantz, general 
agent at Cincinnati, spoke on “The Sale 
That Sticks.” Mr. Gantz told how the 
men in his office used the wallet method 
of approach not to separate the pros- 
pect from his several policies, but to 
actually render the man a real service 
and abstract his policies for him to make 
such recommendations as are necessary. 
Mr. Gantz stated that a great many 
underwriters attempt to use the wallet 
system without understanding how to 
properly program a man’s needs or ab- 
stract his policies. 


Announced New Feature 


Announcement was made of a plan 
recently inaugurated in the Robert L. 
Coleman agency at Ashland, Ky., 
whereby the funds created by voluntary 
assessments on each agent in the terri- 
tory, are used to educate some orphan 

y. Mr. Coleman urged that general 
agents adopt this plan throughout the 
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99% 


Of all applications accepted. Would these facil- 
ities for placing insurance interest you? 


Our 1925 experience: 


Policies issued as applied for, more than 93%. 
Policies issued on modified basis, 5%. 
Actual rejections, less than 134%. 


Many of the 134% rejections can now be written 
on the Company’s Personal Life Income policy 
for rejected risks, bringing acceptances up to 99%. 





Actual to expected mortality, 39%. 
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General Agent Wanted for Pittsburg, Pa. 
Other good openings. For information address: 


The Ohio National Life 
Insurance Company 


CINCINNATI, OHIO 


E. E. Kirkpatrick 
Sup’t of Agents 




















country and it was decided that the sur- 
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Another Dividend Increase? 


Yes, the fourth successive annual increase. A reflec- 

tion of general prosperity and efficient management. Just 

’ part and parcel of our continuous effort to reduce cost while 

steadily improving a life insurance service that is at all 

times maintained in the front rank of quality. Neverthe- 

less, we do not emphasize dividends. The more essential 

task for any company is to keep its policy contracts level 

with the public’s needs, and to distribute enough of them 

that the economic affairs of the American people may be 
safeguarded and stabilized. 


We invite men and women of high ideals, of industry, 
and intelligence to come and work with us upon this honor- 
able and patriotic task. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organised 1847 











A text book for beginners, a reviéw book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s “Easy Lessons in Life Insurance,”’ $1.50, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. 














plus funds of the Big Tree Club be used 
in this way. 





Big Policy on Diamond Stars 


A $100,000 life insurance policy, the 
largest ever placed on any ball player 
in the United States, has been taken 
out for Jimmy Reese and Lynford Lary, 


Oakland second baseman and shortstop, | 


respectively, by the Oakland, Cal., Base- 
ball Association. Reese and Larry are 
each covered for $100,000. The Oaks, 
according to their business manager, be- 
lieve Reese and Larry will be worth 
$100,000 and more by 1927 and that the 
policy insures the Oaks’ investment. 





Strong Agency’s Big Gain 

The E. N. Strong agency of the Na- 
tional Life of Vermont in Portland, 
Ore., not only reports an increase of 20 
percent in new business for the first six 
months of 1926 over the same period of 
1925, but takes a quarter column in the 
daily papers to acquaint the public with 
this fact and also each week publishes 
the photograph of one of the agency’s 
producers. 


Changes in Department 


SAN FRANCISCO, July 7.—Miss Gene- 
vieve J. Lyman, for the past six years 
with the California insurance depart- 
ment, has been appointed deputy insur- 








Our Agents Have 


A Wider Field— 


Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Semi-annual or Quarterly Premium plan. 


Medical. 


Standard and Substandard Risk Contracts. 


for as much as $3,000. 


S. D., W. Va. 


of CHICAGO, ILL. 


B. R. NUESKE, President 





An Increased Opportunity 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 


Participating and Non-Participating Policies, Medical and Non- 
Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Our Class C Senior Agents may write Non-Medical Applications 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 











ance commissioner, according to an an- 
nouncement made last week by Commis- 
sioner Charles R. Detrick. Miss Lyman 
has been in charge of the license depart- 
ment. She will be succeeded in that 
work by Mrs. Irene Boost, who has been 
her assistant. Miss Pauline Tonjes has 
been appointed assistant to the commis- 
sioner, a new position created by the 
appointment. Miss Tonjes has been with 
the department since 1918, starting as a 
| stenographer under former Commissioner 
| J. E. Phelps. 








| H. A. Woodward Visits Coast 


H. A. Woodward, manager of the health 
and accident department of the Old Lins 
Life of Milwaukee, is on his way to the 
west coast, where he will visit agents 
| of the company at several of the western 
| cities, including Spokane, Seattle, Por- 
land, Los Angeles and San Francisco. 





Gunn Is Group Supervisor 


Following the closing of the contract 
between the Loyal Legion of Loggers & 
Lumbermen and the West Coast Life for 
group sickness and accident coverage 
available for all members in the Pacific 
northwest, R. E. Gunn has been ap- 
pointed assistant supervisor of the group 
department of the West Coast Life for 
the northwest. He will also act as in- 
surance representative of the Loyal Le- 
gion of Loggers & Lumbermen in the 
same territory. He will hereafter devote 
his entire time to developing the 4 L 
plan to the highest degree of satisfac- 
tion. A branch office has been estab- 
lished in Portland in the Concord build- 
ing, near the offices of the 4 L. 








LOCAL ASSOCIATIONS | 











PITTSBURGH ELECTION HELD 





Howard S. Sutphen, General Agent 
Equitable Life of Iowa, Made Presi- 
dent for Coming Year 





At the annual meeting of the Pitts- 
burgh Life Underwriters’ Association, 
Howard S. Sutphen, general agent of 
the Equitable Life of Iowa, was installed 
as president by the retiring president, 
F. W. Ries, Jr., general agent of the 
Canada Life. Mr. Sutphen was second 
vice-president of the association two 
years ago and the past year has been a 
member of the board of directors and 
chairman of the program committtee. He 
was also chairman of the general com- 
mittee for the annual sales congress. 

Other officers installed at this meet- 
ing were: First vice-president, Harold D. 
Krafft, Standard Life; second vice-presi- 
dent, Robert N. Waddell, Connecticut 
General; treasurer, E. A. Spencer, Mu- 
tual Life of New York; director for 
two years, Frank C. Pierson, Prudential; 
for three years, Lee D. Hemingway, 
Connecticut Mutual; F. W. Ries, Jr., 
Canada Life; W. L. Phipps, Reliance 
Life; R. A. Tucker, Travelers; J. Milton 
Ryall, National Life of Vermont. Wil- 
liam M. Furey was reelected national 
executive committeeman. 

N. E. Ellsworth, general agent of the 
Aetna Life in Washington, D. C., and 
president of the District of Columbia 
association, was the speaker at this 
meeting on the subject, “Why a Sale?” 

As brought out in the annual report of 
Executive Secretary H. S. Brownlee, 
the Pittsburgh association has experi- 
enced a most successful year. It has 
adopted new by-laws, raised the dues of 
both agents and general agents, became 
an incorporated association, and is oper- 
ating on the full-time paid executive 
secretary plan; 375 new members were 
taken in during the year, and four 
branch associations were formed to give 
greater service to non-resident members. 

oe 6 & 
Santa Ana, Cal.—The July dinner- 
meeting of the Orange county associa- 
tion was well attended. President 
Charles V. Geren presided, and the prin- 
cipal speaker was Roy Ray Roberts of 
the Los Angeles agency of the Massa- 
chusetts Mutual Life, whose subject was 
program insurance, in the discussion and 
sale of which he is a specialist. Vernon 


H. Jenkins, president of the Los Angeles 
association, and agency supervisor of 











the Occidental Life, was present and 
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briefly on association aims and 
Short talks were also made by 
A. M. Anderson of the accident and 
health department of the Occidental 
Life, and by Mr. Jones. 
“Ty. i | 

Northern California.—Fifty-two man- 
agers and general agents of life compa- 
nies in San Francisco have signed a 
pledge to abide by, “im letter and in 
spirit,” the code of ethics of the Na- 
tional association, as part of the cam- 
paign being waged by the Northern as- 
sociation of California against twisting. 
The association recently published the 
code of ethics as well as a copy of a 
letter written by Commissioner Detrick 
on the subject. The commissioner in 
this letter said: “There is no place in 
California for any company representa- 
tives who desire to build up their com- 
missions by breaking down the confi- 
dence reposed in life companies by pol- 
icyholders, and this department proposes 
to see to it that the provisions of the 


spoke 
ideals. 





statutes are strictly enforced and in ad- 
dition to the penalty prescribed therein 
to cancel the license of any agent or 
broker convicted of the violation of 
such statutes. It is the urgent recom- 
mendation of the department that any 
proposed change in a life insurance pol- 
icy be taken up frankly with the com- 
pany which issued it. In this way the 
policyholder can obtain competent ad- 
vice and avoid being misled.” 
e =. @ 





an B. Perry was 
of the Bloomington 
association at the first annual meeting 
Other officers are: William C. Goddard, 
vice-president; A. F. Caldwell, secre- 
tary; C. O. Hamilton, treasurer and na- 
tional committeeman. The directors in- 
clude J. J. Norton, J. A. Scott, D. H. 
Learnard, H. G. Carlock, C. O. Hamilton, 
F. A. Lucas, William Anderson and L, B. 
Perry. Sessions have been abandoned 
during the summer and will be resumed 
early in September. 


Bloomington, 
elected president 














IN THE ACCIDENT “AND HEALTH FIELD | 











RECENT ACCIDENT DECISIONS 


Some Cases That Have Been Before 
Higher Courts Involving Disputed 
Points in Policies 


Word “Confined” in Policy of ‘Insur- 
ance Construed.—An accident and sick 
benefit policy contained the following 
clause: “That where the insured is a 
male whose place of employment is 
away from his residence, confinement 
within the house and medical attention 
therein if preceded by at least one 
week’s confinement to bed shall be 
sufficient.” The court found that plain- 
tiffs illness incapacitated him from 
work of any kind, but that he frequently 
visited the home of his physician for 
treatment. The court construed the 
word “confined” as used in the policy 
to mean inability to do work rather than 
physical inability to leave the house. 
Held no error. Newton vs. National 
Life. Sup. Ct. La. 


* * * 


Insured Delivered to Insurer an Order 
on His Paymaster for Payment of Pre- 
miums. When Insured Not Liable for 
Paymaster’s Default—McDaniel died as 
result of an injury while employed by 
C.C. C. & St. Louis Ry. Defendant had 
issued to him a policy covering personal 
bodily injury caused by external, violent 
and accidental means. The premium 
was payable in installments, and to pro- 
vide for payment thereof McDaniel 
signed an order on the paymaster of his 


premiums on the policy to defendant. 
Although McDaniel was not aware of 
it, his employer had an agreement with 
defendant whereby it promised to honor 
the said orders and remit the amount 


latter to pay the railroad company its 
entire expenses in connection therewith. 


to honor the order when presented, and 
McDaniel was paid his full wages, which 
he accepted. Held that judgment for 
plaintiff be affirmed. McDaniel was en- 
titled to the benefits conferred by 
agreement between the railroad and the 
insurance company even if he did not 
know of such agreement. 
in payment of the premium was not Mc- 
Daniel’s default, but that of defendant’s 
agent.—McDaniel vs. Continental Cas- 
ualty. App. Ct. of Ill. 3rd Dist. 


MILWAUKEE, July 7—The Supreme 
Casualty of Milwaukee has announced 
that it is increasing its capital and sur- 


plus to $112,500. According to J. J. | 
Tague, president and general manager, 
most of the new stock will be taken 


over by the present stockholders and the 
agency force. The company reported a 
12 percent increase in the June business 
over the volume done in May. It has 
also appointed the following to act as 
special agents: D. A. Fullmer, H. L. 
Jorgensen and E, H. Mueller, and 20 local 
agents have also been appointed. The 
company has been in business for the 
past five years. Other officers besides 
Mr. Tague are John J. Hansen, vice- 





president, and W. E. Wolfe, secretary. 











WITH INDUSTRIAL MEN | 








NEWS OF THE PRUDENTIAL 


Number of Promotions Are Announced 
by Agents Being Made Assistant 
Superintendents 


Superintendent J. P. McNamara of 
Ithaca, N. Y., is the leading Prudential 
Superintendent in Division “H” ordinary 
het increase proportionate. Superintend- 
ent N. W. Regan of Rochester No. 2 dis- 
trict is the Division “H” leader in indus- 
trial net increase proportionate. 

Agents C. Edward Lane of Ithaca and 
George G. Beck of Rochester No. 3 are 
Promoted to assistant superintendents in 
the same districts. 

Joseph T. Kimberly, formerly assistant 
superintendent at Warren, Ohio, is pro- 
moted to superintendent at Zanesville, 
Ohio. To fill the vacancy in the as- 
Sistancy ranks caused by Mr. Kimberly's 
promotion, Joseph E. Round, an agent in 
the Warren district was advanced to 
assistant superintendent. 

Assistant Superintendent Eugene R. 
Rosselot after making a favorable record 
in New Brunswick, N. J., has been trans- 
ferred to Malden, Mass., in the same 
capacity. 

‘ Recent appointees to assistant super- 
intendents are: James L. Lyons, Wheel- 





ing, W. Va.; John F. Kidd, Baltimore No. 





2; Harry A. Radwitch, Baltimore No. 4; 
John W. Hill, Richmond, Va.; Albert C. 
Harrison, Baltimore No. 2; Ollie L. Mose, 
Tampa, Fla.; Harry L. Bredehoeft, Balti- 
No. 2, and Frank G. Wiegan, 





CHANGES BY JOHN HANCOCK | 


Number of Promotions Have Been 
Announced, Agents Being Made 
Assistant Superintendents 


The following men have been pro- 
moted by the John Hancock from agents 
to assistant superintendents in the dis- 
tricts of their service: 

Wade H. Vaughan, Kansas City, Mo.; 
Charles J. Baquol, Baltimore; Claude 
L. Emig, Erie, Pa.; Reuben S. Swimmer, 
St. Louis 3; William J. Schmidt, St. Paul, 
Minn.; John J. Kelly, Chicago 5; Arthur 
J. Theriault, Davenport; Joseph A. Mul- 
ler, Hackensack (Nyack and Sufferns, 
N. Y., detached); George F. Werntz, 
South Bend, Ind.; John T. Murphy, Min- 
neapolis, Minn.; Clarence I. Sharnoff, 
Pittsburgh 1. 

Those promoted and transferred are: 
John B. Nichols, Anton J. Rolwes and 
Asa C. Deck, from agents at St. Louis 3 
to assistancies at Omaha; Edward J. 
Burns, from agent at Holyoke, Conn., to 








employer authorizing him to pay the | 


thereof to the insurance company, the | 


Through a mistake the paymaster failed | 
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You'll Like 


AGENTS : 
Our Service! 


Direct leads—livest and 
most helpful general 
agency in Chicago—is 
how one of our agents 
has characterized us. 


Good Men are 
Always Wanted 











TWO SUPERVISORS 
To Work With 
AGENTS AND 

BROKERS 


No Division of Commissions 











BROKERS 


We offer you the 
fullest cooperation. 
We sincerely be- 
lieve we can serve 
you to advantage. 


WILLIAM M. HOUZE 


Room 1946-2948, The Straus Bldg. 
S. W.cor. Michigan Ave. and Jackson Blvd. 
Telephones Harrison 1434-0402 
Chicago, Illinois 


General Agent of 














Was Going to Take $5,000 
—But He Took $35,000 


“T thought that a $5,000 policy was all I needed, but after studying 
the chart you and your home office worked out for me, I decided | 
needed $30,000 more. This is the first intelligent advice given me 
by a life insurance agent and it pointed out to me what I really 
could do with life insurance. Kindly accept my sincere thanks for 
this service ” 


Are you selling Policies because the prospect needs more insurance 
or are you suggesting a program to cover his needs? Each policy 
is an integral part in the program. One is a cleanup fund. An- 
other is a life income for his wife. Others are for education for the 
children. And so on. 


The home office of the National Savings Life plays an important 
part in the rendering of such a service to the prospects of their 
many agents. 


For full particulars address 
Agency Director, at the ad- 


What is the result of such service? 
in confidence, Mr. Louis A, Boli, Jr., 
dress below. 


NAT IONAL SAVING 


JLy Il le“ je> 
INSURANCE .GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 


Branch Offices ST. JOSEPH, MO. 
DALLAS, 4TEXAS 


LITTLE ROCK, ARK. 
ST. LOUIS, MO. 
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an assistant superintendent at North 
* Adams; Shannon J. Long, from agent at 
Davenport, Ia., to an assistancy at Kan- 

REA EP B I IFE sas City. Mo.; William A. McNamara, 

| U C from agent at St. Louis 2 to an assistant 

superintendent at Omaha; Harry R. 

INSURANCE COMPANY satan" gncisindent aro 
sistant superintendent at Aurora, IIL; 

John S. Heilman, from agent at Bridge- 


of CALIFORNIA port, Conn., to an assistant superintend- 


ent at Fort Wayne, Ind.; Calvian A 





Has openings for General Agents, District Managers and Brown, Jr., from agent at Chester, Pa., 
L 1 A ° Mi ° Ka d Oklah Lib. to an assistancy at Philadelphia 3; Harry 
oca. d gents in issourl, nsas an : oma. 1D- J. Browne, from agent at Dayton, O., to 
eral First Year and Renewal Commissions, Up to Date an assistant superintendent at Peoria, 
. . . : x. eorge ike, rom agen a 
Policy forms and Services of Agency Supervisor in de- Mehehen, H. 2. fo an aesietent gener 
velopment of territory. intendent at Elizabeth, N. J.; Edward 
Olson, John M. Ruegg, Daniel P. Ma- 
For Full information address honey, George D. Chisholm and Gustaf 
Beck, from agents at Minneapolis, to as- 
W. H. SAVAGE, Vice-President sistancies at Louisville; John H. Scanlon, 
° from agent at Detroit 3 to an assistant 

Great Republic Life Bldg., 756 S. Spring St. superintendent at Detroit 1. 
Los Angeles, California Assistants transferred are: William 
. Cc. Baugus, from St. Paul, to Omaha; -Ar- 
Or A. L. HART, Agency Supervisor thur Surprenant, from New Bedford, to 
3639 Paseo, Kansas City, Missouri Elizabeth, N. J. (Plainfield detached); 
John Suttman, from Davenport, Iowa, to 


Aurora, Ill, (Joliet detached); John F. 
Streigle, from South Bend to South 
Bend (Elkhart detached). 

Lester J. Shelton is transferred from 


DISTINCTIVE PROGRESS training cashier at St. Louis 3, to cashier 


“In great things, steady, consistent growth to meet the needs of the times, never slow, at Omaha; Arthur Daudistel, from clerk 
at Cincinnati 2 to cashier at Louisville; 


sever hasty—always forward to accomplishment.” 
Russell B. Nise, from assistant cashier 


The Mutual Life Insurance Company of New York at Germantown, Pa., to cashier at Phila- 
America’s Oldest Legal Reserve Life Insurance Company aaa taeation 



































she mond « and gregrese of The Mutyal Eile have bess distinctive, ond the aetable 

f= ents now marking its history in meeting the requirements of in Court Orders Rates Reduced 
¢ “7 _ wed from eo century of oxy The National Industrial of Topeka 
* Paley con contracts completely revised in 1925. New contracts attractive in appearance, Kan., is to be required to reduce the 
ape 2 every-day , hr . py to > ngentans and to conatran, shew rates to policyholders obtained through 
con a 8 y experience and new warran ence the reinsurance of the Knights & Ladies 
and by the knowledge of experience. Improved Disability and Double Indemnity Benefite— of the Ori Thi } li f 
under new e rient. iis was the ruling o 
Salary uction (allotment) Plan of insurance now written by the Company. the district court of Shawnee county, in 
Children’s Insurance now written on standard forms 10 to 15. the suit brought by the Kansas depart- 
ry Tap 4h in ithe sist, conescu —.. ment to compel hong eae? ~ vo 
ity icy anaging y Offi its contracts with the policyholders o 
Ace lima 4 ea writes je all standard forms of insurance. Same terms to men and women. the old fraternal. The latter was or- 
» ganized in 1903 as a burial, health and 
mpany conservative for entice safety, but Srenss- looking and forward-moving in i | accident association, chiefly for Negroes, 
. wan the oirit and nd of the times. but with a white man, Frank S. Thomas 
, Those who contemplate taking up field work are invited to apply. to as treasurer. Mr. Thomas also operated 
THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK Sab te Saas ak Oe Geek aan tee 
ago the business of the Orient was re- 
assa treet e York New York insured in the National Industrial and 
uN Street —_ New Ge, Mr. Thomas took over $10,000,000 of the 

























of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1925 was upon applications of 
members previously insured in the Company. 
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Once a Policy- 
holder—Always 
a Prospect. 


The 
Policyholders’ 
Company 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 





W. D. Van Dyke, President 
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assets of the fraternal society. In the 
spring of 1924 he announced an increase 
in rate of 300 to 400 percent. He as. 
serted the increase was to bring the 
rates up to an adequate basis and ap- 
proximately to the level of the rates 
charged by the industrial department of 
the Metropolitan Life. But as the pol- 
icyholders of the Orient had become 
much older than when he reinsured the 
business, many of them were unable to 
pay the increased rates and were forced 
to allow their insurance to lapse. The 
court decreed that the company should 
allow the reinstatement of the old Ori- 
ent policies at a slight increase in rates 
so that these aged Negroes would have 
some insurance for the money they had 
paid in for so long a time. 


Give Sommers a Dinner 


Friends of A. L. Sommers, Metropoli- 
tan superintendent in Cincinnati, gave 
him a farewell dinner last Thursday 
evening. Mr. Sommers and family are 
to spenc the summer touring in Europe. 


Industrial Agents Not Included 


In Hoover vs. Pate, Supreme Court of 
Georgia, 132 S. E. 763, the legislature 
of Georgia passed an act which required 
the payment of a certain license tax by 
insurance agents. This act specifically 
named life, accident and stock com- 
panies. It did not however make men- 
tion of industrial companies. 

Thereafter it was sought to collect the 
tax frem industrial agents, and they 
brought the action to enjoin such col- 
lection. The trial court found in favor 
of the tax collector. On appeal the 
higher court held that since the act in 
question did not specifically refer to in- 
dustrial insurance its provisions did not 
apply to agents of this class. 


Public Savings Changes 


Recent changes in the field by the 
Public Savings are: 

Agent F. Pickering, Wyandotte, Mich., 
promoted to superintendent. 
Superintendent F. C. Getchell, Canton, 
. is transferred to Toledo East. 
Agent D. L. Perkins, Canton, O., is pro- 
moted to superintendent. 

Superintendent L. Rupp, Dayton West, 
is transferred to Toledo East. 

Superintendent S. Hunter, Louisville 
East, is transferred to Jeffersonville, 
Ind. 
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a NEWS OF LIFE POLICIES 





New Policies, Premium Rates, Dividends, Semeahe | 
Values and all Changes in Policy Literature, Rate 
Books, | etc. menting the ‘Unique Manual- 
Digest,” publis annually in May at 50 and the | 
“Little Gem.” published annually in April at andl 














DISABILITY RATES INCREASED 


Pacific Mutual Life Announces Raises 
Ranging From 50 to 65 Percent, 
According to Age and Form 


The Pacific Mutual Life has an- 
nounced an increase of over 50 percent 
in its rate for the permanent total dis- 
ability benefit, effective July 1. This 
announcement is of particular interest, 
as the matter of the adequacy of disabil- 
ity rates is now under consideration in 
practically all life insurance offices. Only 
recently two of the large eastern com- 
panies- announced sharp increases in 
their disability rates. The Pacific Mu- 
tual, which has written one of the most 
liberal disability clauses, has now found 
it necessary to increase the rate from 
50 to 65 percent, depending upon the 
age and policy form. Under the new 
rules and regulations for disability writ- 
ing, the Pacific Mutual has provisions 
for a special business form to be writ- 
ten in conjunction with business insur- 
ance policies, providing for termination 
of the policy and payment of the face 
of the insurance in full, in the event of 
permanent total disability. However, 
in connection with this form, the 90-day 
clause is not written. On all other 
forms, the usual 90-day clause is writ- 
ten. The new schedule announced by 
the Pacific Mutual Life is shown in the 
following rate for ordinary life follow- 
ing rate per $1,000 of ordinary life in- 

(CONTINUED ON PAGE 24) 
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were others pacing the street, but this 
lad finally came upon a factory that was 
producing caps—which was his one line 
of accomplishment. He entered, applied 


Successful Chicago Life Underwriter, 
One of the Leaders, Trained Self on of accomplishment , at 
or work, was taken to 7 one oe 


aaa immediately employed. ‘ sens 
Fundamentals of Living and Selling a strange condition, however, and found 
: : : . ., | his ready employment had been due to 
O* a raw, bleak March day in 1914,] or the acquaintance of a single indi-| the existence of a strike, so that he de- 





a 20-year-old lad set foot in Chi- vidual, he had succeeded in a small way | cjded to join the union and not fight his 
cago, alone in the world and sadly | in acquiring both this knowledge and] fellow workers. The work had been 
in need of the means with which to | then friends and sustained himself by 


provide food and shelter. 


American language, 


marked. 


Had Great Ambition 
To Achieve Success 


But he had within him an indomina- | tection. 
ble urge for bigger and better things, 


He had just 
arrived from Philadelphia, where he had 
been located for only slightly 
year, and, as his self-study of that one 
year constituted all he knew 
American 
and American people, his isolation in a 
huge city of millions was even 


over a 


of 


the 
customs 


more 


working in a clothing shop, a work with 
which he had been slightly familiar back 
in Poland. And now it was the strength 
behind his fight for success in the mid- 
dle west. 


Started Search for 

Work in Efficient Way 

It was a matter of necessity that he 
immediately seek work as his total as- 


welcome, providing as it did temporary 
sustenance; and the strike was soon set- 
tled, so that he was back at work, in 
good standing with both his fellow work- 
ers and employers. In fact, it was only 
a short time later that he was elected 
secretary of the union, 


Saw Beyond the 
Routine of Shop Work 


The work was not congenial, however. 


on the bench at work, he would have 
Latin or German notes or some book 
open before him, working none the less 
diligently, but applying his mind, where 
possible, to development. Possibly as a 
result of this, he did not just know, he 
was informed one day that his services 
were no longer needed. He had wanted 
to leave the work, but this summary 
dismissal made him fight for the prin- 
ciple to regain his position. He was 
backed by the union and a strike was 
called. As a result, he was reinstated, 
but two days later voluntarily resigned. 


Life Insurance Appealed 
To His Ambitions 


This ambitious lad then searched about 
for new work. He advertised and was 
flooded with 155 replies. Of all of these, 
the reply of a life insurance man ap- 
pealed the most and as a result he took 








a desire for knowledge and an ambition | thirds of his fortune on a shave. 


to succeed at something. 


had brought him over to America, the 
land of opportunity, from the discourag- | 
ing and seemingly hopeless situation | basic lessons of 

It was the force that 
had carried him through a year in Phila- 


pre-war Poland. 


delphia, where, arriving 


knowledge of a single word of English 


This was what | was his first step, however, and in so 
doing he gave evidence that he had al- 
ready, within himself, learned one of the 
salesmanship, that to 
sell himself he must present a good ap- 
pearance above all. Thus, investing his 
without the | capital, he went forth to seek sustenance. 
Work was not too plentiful and there 


sets amounted to 15 cents and the win- 
try March days required shelter and pro- 
But it was not a matter of ne- 
cessity that he immediately spend two- 





His fellow workers were congenial and| up life insurance, this being in 1916. 
he always enjoyed their fellowship, but | He immediately set to work, but his 
for one so imbued with ambition, the | early efforts were not productive of 
work soon demonstrated its limitations. | startling results. His first year’s com- 
His decision to leave it was crystallized | missions totaled $860. He had never 
when a controversy arose over himself. | learned the art of giving in, however, 
He had never since arriving in this | and the second year set out to retrieve 
country been satisfied to stand still men- | his reputation with his manager. The 
tally or physically, so that, while he| result was a year’s total of $200,000 and 
worked diligently at his job, he worked | to the present day he has not failed to 
equally diligently at self-education. He | qualify for the $200,000 Club. Last year 
went to evening school. He read unceas- | he paid for $700,000. This year he an- 
ingly and studied at all times. As he sat | ticipates an even greater record. He has 




















OPENINGS AT 


Eureka, Calif. 
Fresno, Calif. 


Fort Wayne, Ind. 
Indianapolis, Ind. 
South Bend, Ind. 
Springfield, Ind. 
Terre Haute, Ind. 
Burlington, Iowa 
Pueblo, Colo. 

Denver, Colo. 


Cincinnati, Ohio 
Columbus, Olio 
Dayton, Ohio 
Springfield, Ohio 
Enid, Okla. 
Amarillo, Texas 
El Paso, Texas 
Cheyenne, Wyo. 
Richmond, Va. 
Roanoke, Va. 
Wenatchee, Wash. 





Santa Barbara, Calif. 


Grand Rapids, Mich. 















‘‘Underwriters— 


Notice’’ 


“POOR RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may be made 
to “glitter°—BUT 


The real gold that an Agency contract 
puts into your pants pocket is the real 
measure of that contract. 


DURING RECENT YEARS 
THE RENEWAL INCOME 
PAID MINNESOTA MUTUAL 
AGENTS AVERAGED AP- 
PROXIMATELY— 


1. For Agencies less than five years old 


2. For Agencies up to seven years old 


3. For Agencies over ten years old 


REMEMBER THAT’S JUST 
RENEWALS !!!1!! 


These men know how real gold 
glitters—and they know it paid 
them to get and keep an Agency 
contract that is right. 


For one like it write 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL, MINNESOTA 
Now a $125,000,000 company 











Policyholders’ Savings 


The Midland Mutual Life believes in the annual 
distribution of mortality,savings and excess interest 
earnings. For that reason extra dividends are de- 
clared as often as possible and added to the liberal 
dividend schedule now Exceeding low 
mortality together with high net interest earnings 
indicates that large extra dividends will be dis- 
tributed. 


effective. 


“Performances in excess of promises” is our 
slogan. 

If you want to build a general agency of your 
own with a real policyholders’ company write today. 

Opportunity knocks at your door in Illinois, 
Indiana, Michigan, West Virginia, Pennsylvania, 


Maryland, New Jersey, District of Columbia and 
Virginia, 


The 


MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
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ACTUARIES 





CALIFORNIA 





Actuarial Service Insurance 
Publicity 


ARRETT N. COATES 
CONSULTING 
ACTUARY 


54 Pine Street - - San Francisco 











ILLINOIS 
ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 





160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 
© Consulting Actuaries 


29 South La Salle Street, Chicago 
Life Insurance Accountants 








Statisticians 
H. NITCHIE 
° ACTUARY 
1523 Assn. Bidg. 19 S. La Salle St. 


Telephone State 4992 CHICAGO 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L A. ANDERSON 
e ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Moines lowa 








E L. MARSHALL 
° 


CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 
424 Argyle Bldg., Kansas City, Mo, 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 


1416 Chemical Building 
ST. LOUIS 








RED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 





OKLAHOMA 





J. McCOMB 
° COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pevet. The Law of Insurance a 
pecialty. 


Colcord Bldg. OKLAHOMA CITY 











built and is still building a permanent 
and constantly growing clientele. This 
penniless and homeless immigrant has 
become a respected citizen, leading busi- 
ness man, prosperous home owner and 
proud head of a delightful family—an 
American life underwriter. 


Is One of Leading 
Chicago’s Underwriters 


This life underwriter is Joseph Lip- 
schultz, one of the leading producers of 
the J. A. Campbell agency of the New 
York Life in Chicago. He is an out- 
standing success from the very facts of 
the case, but particularly so because of 
the background of his career. He has 
brought himself to the fore among his 
fellow life underwriters by his own ef- 
forts. His ambition, zeal, persistency 
and inborn personality have combined to 
bring him an education, prosperity and 
the success he has always sought. It 
would have been much easier for him to 
remain a cap-maker, much less work not 
to bother with learning English or read- 
ing books of general knowledge and far 
less difficult to remain in the old groove 
of living. But he pushed on and is still 
pushing on, never satisfied with past 
accomplishments. 


Personal Efficiency Is 
Keynote of His Efforts 


One of the important factors stressed 
by Mr. Lipschultz in considering his 
growth and development has been his 
constant attention to personal efficiency. 
It was first evident in his strenuous self- 
education—striving for mental efficiency. 
It was again demonstrated in his contact 
with fellow-workers and more recently 
with the building of his clientele in the 
development of friendships and business 
relations—striving for social efficiency. 
And through all, it was shown in his 
constant efforts to develop recreation 
and exercise—striving for physical ef- 
ficiency. It has given him a well bal- 
anced program of life and has all com- 
bined as the basis of his successful pro- 
gram of salesmanship. He has not used 
the outside influences to secure business, 
but they have brought him business. He 
has been constant in maintaining the 
proper amount of gymnasium work and 
outdoor play and exercise. Through it 
all he has not used it as a lever for 
business, but business has resulted. As 
an example, four years ago he took up 
golf. He now plays three and four 
times a week—but at no time neglects 
his business. As the result of one game 
last month, he paid for a $75,000 policy. 
He does not combine business and pleas- 
ure on the course, but business follows 
in due course. He makes his prospects 
open the way for him and then he is not 
slow to rush in for the maximum policy 
available. 


“Play the Game” Is 
His Constant Rule 


Mr. Lipschultz summed up the entire 
case by saying he credited his success 
to “playing the game, whatever it be.” 
He did this in the cap business. He did 
it in the union. When he took up life 
insurance, he did it. Whether on the 
golf course or in his prospect’s office, he 
is “playing the game” and he thus de- 
velops strong friendships wherever he 
goes that lead to business that is not 
high pressure business, but good, solid, 
self-sought business. 

When he arrived in Chicago, Joe Lip- 
schultz had but 15 cents cash assets, but 
he possessed a rich legacy of those in- 
tangible assets upon which the success 
of a life underwriter is built, and now 
Joseph Lipschultz is the head of a suc- 
cessful business, built by the wise use 
of these intangible assets. 


SEE SLOWING DOWN IN 
INSURANCE BUSINESS 


(CONTINUED FROM PAGE 1) 
June, 1926, the companies waged per- 
haps the largest and most successful 
campaign in the history of the life insur- 
ance business. A great many companies 





























instituted special drives and those that 


did not had to do their utmost to get 
their share of the business in order to 
keep in the running. Exact figures are 
not yet available but it has been con- 
servatively estimated that over $1,000,- 
000,000 of new business was placed on 
the books in the campaign. There can 
be no doubt that a large part of this new 
business is to be attributed to the non- 
medical policies offered last month by 
the companies to old policyholders. 


Predict Steady Progress 


While the volume of new business can 

no longer be expected to grow at the 
unparalleied rate of the past few years, 
there is every reason to believe that life 
insurance will do more than merely hold 
the phenomenal gains it has made. 
There is ever reason to believe that it 
will go on increasing steadily and 
surely, even if the present tendency to- 
ward industrial and commercial deflation 
should develop into something much 
more serious than anyone anticipates. 
_ In the first place, the public at large 
is far from having adequate life insur- 
ance coverage. The market is virtually 
limitless and is still practically un- 
touched in spite of the fact that today 
more than $77,000,000,000 of life insur- 
ance is in force. The average individual is 
not nearly so well protected as he could 
easily afford to be. 


Popularity of Newer Plans 


Secondly, the increasing popularity of 
business insurance, bequest and tax in- 
surance, group insurance, salary allot- 
ment plans, annuity pension schemes 
and various other special types of insur- 
ance has convinced company executives 
and agents of the certainty that the great 
institution of life insurance will go on 
expanding steadily even through the 
worst possible periods of business re- 
cession or actual depression, and the 
history of the past few months substan- 
tiates their faith in the fundamental 
soundness of their business. 


CHANGES IN LIFE POLICIES 
(CONTINUED FROM PAGE 22) 


surance with premium waiver and a dis- 
ability annuity of $15 per month: 





Ord. 20-Pay 20-Yr. 

Age Life Life End. 
a? eseeeveceonkeeet $18.24 $27.14 $47.93 
ie beevdeobastanes 18.65 27.61 48.08 
T- siedensndbeaece 19.00 28.01 48.18 
a @660ekucawuweon 19.42 28.46 48.34 
et wbidendoadirnaa 19.87 28.95 48.49 
De $een86hkeedeecie e 29.47 48.61 
a enadeces<deeeetae ae 29.92 48.82 
23 eeecesecces Beene 30.45 48.98 
24 21.77 31.01 49.16 
25 33 31.54 49.33 
26 0 32.14 49.56 
27 .48 32.73 49.81 
28 9 33.33 50.04 
29 7 33.97 50.30 
3 5 34.63 50.60 
31 7 35.29 50.92 
a. $eendueneceedos 10 36.04 51.25 
a ctceeeedieceeue> Me 36.81 51.56 
it aseeencneneeeen Ge 37.60 51.97 
tate sh @ a Wiattedate-ée 29.50 38.38 52.42 
aT gcendeneeureken 30.49 39.30 52.87 
ee eS -vh 31.45 40.14 53.45 
De astccesud ceased Se 41.09 54.06 
— Fe er 42.12 54.75 
- senadeuceneeeds 34.84 43.17 55.54 
Eh saeeceasesoenes 36.13 44.32 56.15 
ME cvccceseceesese 37.51 45.62 56.91 
3 38.92 46.95 57.70 
.50 48.39 58.54 

2.10 49.86 59.47 

84 51.43 60.49 

70 53.14 61.62 

72 54.92 62.90 

82 56.83 64.26 

09 58.87 65.74 

54.53 61.06 67.40 

57.12 63.40 69.23 

oveseugotvceces 65.87 71.20 
73.40 








National Life, U. S. A. 


The new disability clause of the Na- 
tional Life, U. S. A., has several new 
features which liberalize it, particularly 
the inclusion of the 90-day clause and 
the reinstatement provision after six 
months. The disability rates have been 
increased to cover these features. 


Organizations Are Insured 


Seven general agents of the Connec- 
ticut General Life now have employes 
insurance on their agents and office 
force. Goulden, Woodward, Cook & 
Gudeon of New York was the first to 
apply for it in Nevember, 1922, and the 
following agencies are now also covered: 








N. Clark agency, Litchfield, Conn.; 


P. H. Kent agency, Rutland, Vt.; Smith 
& Warrington agency, Baltimore; R, 4 
Ingalls agency, Plattsburgh, N. Y.; J. T 
Shirley agency, Pittsburgh, and Gorton 
& Co. of Hartford. 






Had Agency Convention 


More than a score of Iowa represen. 
tatives of the Mutual Life of Illinois 
attended the annual state two-day cop. 
vention and school of instruction jg 
Iowa City. In addition to the agents, 
F. M. Feffer, vice-president and super. 
intendent of agencies; Mr. Freyer, man. 
ager of the sales promotion department, 
and O. A. McFarland, traveling super. 
visor of agents of the home office at 
Springfield, Ill., were in attendance. 





























































Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 


































MR. AGENT 


Doyoucare for QUALITY? 
Age, Sound Experience, Low 
Cost, a Splendid Record for 
over 67 years? 


Then why not take 
a General Agency for 


THE ST.LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 


D. E. MacMILLAN, 
Supervisor of Agents, 
3640 Washington Ave., 
St. Louis, Mo. 

























PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
to be interested. A steady, healthy 
growth in the Company’s business is reflected 
in the increased earnings of its agents. 
Fidelity is a low net-cost company operat- 
ing in forty states, Full level net premium 
reserve gasis. Over Three Hundred Million 
insurance in force—and growing rapidly. 
A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 




















Wolter LeMar Talbot, President | 








